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WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible. 

To live at all humanity must fight disease, from birth. 

The advance made into the terrain of this common enemy in recent years, chiefly through discov- 

eries in pure science, makes a story more thrilling than Stanley’s journey across the Dark Conti- 

nent, more romantic than Amundsen’s flight over the Top of the World. 

Whatever science is now saving through a better longevity has hitherto been waste, but a waste man 
kind in the mass could not control; it could however and, in a limited way, now does, avoid utter 
waste through co-operation. 

Outside of disease there are other enemies to be overcome. 

Amongst these enemies are: 

Ignorance; 
War; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility; 
Lack of appreciation of the value of human life, the only real value in the world. 

ALL THESE ARE CONTROLLABLE ENEMIES 
The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of 
waste. 

Human life, the only real value, is now constantly snuffed out by its controllable enemies, leaving 
liabilities and not assets. Intelligent co-operation can prevent that. 

Every life is an asset to everybody if it is not wasted. 

War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a dead- 
lier foe than war. 

Premature death from disease, which happens in spite of all scientific knowledge, is without a 
specific plan to meet it, sheer waste. 

Premature death from war not only destroys values and disrupts life plans but leaves debts for 
other people to pay ; even that monstrous waste can be adjusted, through co-operation, so as to be 
really less burdensome. 

Premature death from any cause usually means helpless wives and mothers, children either half 
educated or educated in crime, all at the expense of society. 

The value of a life can be in part replaced by cash through co-operation ; that helps the taxpayer, 


liquidates liabilities and gives children a chance. 

While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in busi- 
ness, the blunders of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens 
imposed on society by the lazy and the incapable, Life itself (individuals, men, women, children) must, in 
order to preserve its great but fugitive value, organize intelligently; it must express itself in current values, 
must through co-operation translate itself into bonds, mortgages, real estate and cash. That sounds mate 
rialistic; but there is no other even partial equivalent for the intangible personality which, living, is of im- 
measurable value and eliminated without a program which in part replaces it, becomes worth less than nothing. 

How to do all that as against both kinds of waste, the controllable and the uncontrollable? 

Did you say Life Insurance? 

Of course you did. 

LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
STOP WASTE. 

IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. 

Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, 
first in its fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, al 
most first now in its accumulations. 

Ask at one of our Branch Offices about this Company. Learn how you can eliminate waste, how you can 
serve yourself and your neighbor as well. 
: NEW YORK LIFE INSURANCE COMPANY 

Darwin P. Kriwostey, President. 
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Stepping Out 


During the first half of 
1926, the Peoria Life in- 
creased its business in force 
by an amount not quite equal 
to the gain for the entire year 
of 1925—the increase for the 
first six months of this year 
being 93% of that for the 
twelve months of last. 


Included in this period is 
the largest month’s writing 
in the history of the Com- 
pany, $7,534,245 in May — 
President’s Month. Even 
more striking is the record 
of June, a month not usually 
dstinguished by excessive 
production, which brought 
us a little more than six mil- 
lions of business. 
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This gratifying gain did 
not come about as a result of 
expansion of territory nor in- 
crease in the agency force. 
The Peoria Life has not en- 
larged its territory nor added 
to the number of its agents 
over last year. 


Such progress is possible 
because the life insurance 
business is good for good 
agents who have good poli- 
cies to offer— 


—and because Peoria Life 
agents are increasing their 
efficiency and their earning 
power, through the intelli- 
gent and thorough co-opera- 
tion which has made the 
Peoria Life well known for 
its Service to Agents. 
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REMARKABLE CHANGES 
IN LIFE EXPECTANCY 





Work of Health Movements Has 
Brought Results Through- 
out Country 





CHECK DISEASE RAVAGES 





Many Are Practically Eliminated, 
Though Others Still Make Formi- 
dable Problem 





The public and private health move- 
ment which the life insurance companies 
have done so much to forward has 
brought about changes in American life 
that are little short of revolutionary. 
In the past century, but particularly 
within the last quarter century, many 
formerly fatal diseases have either been 
totally eradicated or been brought un- 
der manageable control. 


Life Expectancy Increased 


Statistical studies show that by rea- 

son of the great advances made in med- 
ical science a year-old baby today may 
expect 15 years more of life than his 
grandiather could have reasonably ex- 
pected at the same age and this gain 
extends through youth, adolescence and 
middle age in gradually diminishing size 
until in the latter decades it almost en- 
tirely disappears. Out of 100,000 babies 
born in 1901, only 40,911 might be ex- 
pected to live to age 65, according to 
statistical calculations of the Metropoli- 
tan Life. Of the same number born in 
1924, 52,466 or nearly a third more may 
reasonably be expected to attain the 
same age. 
_ Expressed in terms of lives saved, the 
improvement is even more remarkable. 
In New York of the ’60s one baby in 
three died before it was a year old; in 
1925 only one in 16 died during that 
period. Families no longer need have 
five or six children to make certain of 
rearing two or three. It would seem 
that there is little ground for most of 
the talk about the degeneration of the 
race, for human life in the United States 
is probably safer, healthier and longer 
on the average than ever before. 


Many Diseases Eradicated 


Many diseases that \were formerly 
scourges for whole masses of the popu- 
lation have almost been eradicated. In 
the last century epidemics of yellow 
lever periodically swept the whole coun- 
try as far north as Philadelphia, that 
of 1878 taking a toll of 8,000 lives in 
New Orleans alone. Thanks to the 
magnihcent efforts of the International 
Health Board, this continent is now free 
of this disease which has been practi- 
cally restricted to the African Gold 
Coast from which it was probably first 
brought to this hemisphere on the old 
slave ships. And typhus, Asiatic cholera, 
bubonic plague, smallpox and other simi- 
lar diseases have been as effectively put 
under control and confined. Diphtheria, 
typhoid fever, scarlet fever and measles 
im some instances have been materially 





ARE BACKING ROBBINS 
IOWA OFFICIALS ARE ACTIVE 


Desire President of Cedar Rapids Life 
to Have Place on American Life 
Convention Committee 


The Iowa company officials are back 
of President C. B. Robbins of the Cedar 
Rapids Life for member of the executive 
committee of the American Life Con- 
vention at its forthcoming meeting. 
Colonel Robbins is one of the most dis- 
tinguished men of his state and is the 
head of a company that has always stood 
for clean life insurance. He is a native 
of the state, having been born at Hast- 
ings, Nov. 6, 1877. He graduated from 
the University of Nebraska and received 
his master’s degree from Columbia. He 
was admitted to the bar and practiced 
law until 1909, when he was appointed 
judge of the superior court at Cedar 
Rapids. 

Colonel Robbins has a distinguished 
military career. He enlisted as a private 
in the First Nebraska Infantry, saw 
service in the Philippines, being badly 
wounded in one battle. At the close of 
the Spanish American war he was dis- 
charged with the rank of lieutenant. He 
served in the national guard on the 
Mexican border as captain of Company 
D, First Infantry, Iowa National Guard. 
He later served through the world war 
as major. He now holds the commis- 
sion of lieutenant-colonel. 

Colonel Robbins has been president of 
the Cedar Rapids Life since January, 
1915. He has served as chairman of the 
Cedar Rapids Chamber of Commerce 
and is now on the board of trustees. He 
is a member of the board of St. Luke’s 


hospital and Coe College. He is a di- 
rector of the Cedar Rapids National 
Bank.: Colonel Robbins has a large 


number of friends among company of- 
ficials, who appreciate his ability and 
capacity. 


reduced through vaccination methods. 
New York State has just started a five- 
year campaign to banish diphtheria, 
from which about 12,000 people, most 
of them children, needlessly died last 
year and in the opinion of the most ex- 
perienced and conservative public health 
leaders the goal is a perfectly possible 
one to achieve by 1930. 


Tuberculosis Still Ravages 


While there is yet no sure preventa- 
tive nor certain cure for tuberculosis, 
yet within the past 50 years New York 
has reduced its death rate from the dis- 
ease over 75 percent. It now stands 
fifth in the list, below heart disease, the 
pneumonias, cancer and violence, but 
it is still the deadliest foe of men and 
women, particularly of men in their 
most productive years. It probably ac- 
counts for 15 percent of all deaths be- 
tween 15 and 60. Its ravages have been 
reduced by better diagnosis and methods 
of care and especially by the general 
improvement in living conditions, bet- 
ter wages, more sanitary housing and 
the shorter working day that allows 
more time in the open air. 

On the other hand, certain diseases 
that attack the middle-aged and the 
old are increasing as more and more peo- 

(CONTINUED ON PAGE 10) 





CHANGE IN PRACTICE 


NO MORE FULL HEALTH COVER 


Aetna Life Makes an Important An- 
nouncement as to Its Plans for 
This Coverage 


Beginning Sept. 1, the Aetna Life will 
issue no new policies providing health 
coverage from the first day of disability 
except under such disability forms as 
require house confinement. For re- 
newals after Sept. 1, on policy forms 
where health coverage does not require 
house confinement and provide cover- 
age from the first day of disability with 
a 52 weeks limit for the payment of 
weekly indemnity, there will be an in- 
crease of 25 percent in the premium 
charge for health coverage. The third 
important change to be made by the 
Aetna Life on that date will be the 
discontinuance of all policies providing 
life indemnity under health coverage. 
These policies must be rewritten under 
a form providing a 52 weeks limit for 
the payment of health weekly indemnity. 


Changes Not Sufficient 


The Aetna Life has been wrestling 
with the unsatisfactory health insurance 
situation for several years. Three years 
ago the company introduced a waiting 
period policy and also provided for a 
commission reduction on new full cover 
health policies. At that time, the Aetna 
Life also discontinued issuing any new 
policies containing the health life in- 
demnity feature. These changes did not 
prove sufficient to bring about a satis- 
factory underwriting situation. For the 
last five years, the company announces 
that its underwrtiing on health 
business has exceeded $500,000. 


loss 


Too Many Full Cover Policies 


Although a large number of Aetna 


Life agents were concentrating on the | 
sale of waiting period policy forms, the | 


company still found that it was called 
upon to issue a large number of policies 
calling for full cover and for that reason 
did not achieve the results which it was 
hoped an appeal for use of the waiting 
period would bring. 


Wants Policies Replaced 


While the company will write re- 
newals with health coverage from the 
first day at the 25 percent increased 


premium charge, it is urging its agents 
to obtain consent of policyholders to re- 
place present full coverage health 
policies with policies of the waiting pe- 
riod form. It will be possible for those 
who now hold life indemnity health cov- 
erage policies to obtain at advanced pre- 
mium rates the health policy providing 
full coverage from the first day where 
such policies are limited to a 52 weéks 
indemnity period and after application 
is approved at the home office. 


Several Forms Withdrawn 


This action of the Aetna Life involves 
the discontinuance of the “Acme Dis- 
ability,” “Basic Disability,” ‘“Paraplex 
Disability,” “Special Disability,” “Sim- 
plex Health” policies and full cover 
health riders. 

A new form of “Basic Disability” is 
being issued providing a two weeks’ 
waiting period under the health portion 
of the contract. 











DUFFIN RESIGNS AS _isia 
INTER-SOUTHERN HEAD 
C. G. Arnett Has Been Elected 


President of the Louisville 
Life Company 








PROSPECTS NOW BRIGHT 





Plans Are Made to Extend Its Activities 
and Build Up Business 
Solidly 





LOUISVILLE, Aug. 11.—Cary G. 
Arnett, managing director of the Inter- 
Southern Life for the past several 
months, having taken charge of the com- 
after Caldwell & Co., of Nash- 
ville, purchased its controlling stock a 


pany, 


ARNETT 
New President Inter Southern Life 


CARY G. 


this week became 
James R. Duffin 
15 years as 
president of the company which he 
joined about June 1911. At a meeting 
of the board of directors Tuesday morn- 


few months ago, 


president, succeeding 


who resigned, after about 


| ing, Mr. Duffin resigned, and Mr. Arnett 





was appointed. 

Mr. Duffin announced 
resigning to get away from 
the insurance business, and 
time to his own business affairs. 

Mr. Arnett is well known in the life 
insurance business, having been formerly 
vice-president of the Continental Life 
of St. Louis and previously agency su- 
perintendent of the Missouri State Life 
and held various positions with com- 
panies in the south. He is vice-presi- 
dent in charge of insurance operations 
of Caldwell & Co., investment bankers, 
Nashville, who control the company. 
along with the Missouri State Life; Cot- 
ton States Life, Nashville; and North 

(CONTINUED ON PAGE 10) 
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HAD OUTSIDE SPEAKERS 


—————_—_—_ 


VOLUNTEER STATE MEETING 
Officials of Other Companies Gave Ad- 
desses Before the Agency Conven- 
tion at Atlantic City 





The annual convention of the Leaders’ 
Club of the Volunteer State Life of Ten- 
nessee was held at Atlantic City. At 
the annual “Joy Dinner,” Commodore A. 
L. Key, president of the company, was 
toastmaster and introduced Frederick A 
Wallis, commisstoner of correction of 
Greater New York, who delivered an 
unusually stimulating address on “Life 
Insurance as a Deterrent to Crime.” 

The members of the Leaders’ Club 
were welcomed by Commodore Key, 
who congratulated them on making the 
necessary quota of $125,000 paid-for 
business this year. The Volunteer State 





A. L. KEY 
President Volunteer State 


Life, he said, has now $88,000,000 in 
force and the delegates promised him 
their best efforts to reach the goal of 
$100,000,000 which he has set. 


Business in Porto Rico 


Col. W. R. Bennett, general agent at 
San Juan, Porto Rico, opened the eyes 
of all by showing the business possibili- 
ties in the island. In his first six 
months Colonel Bennett wrote $1,000,- 
000 of business and none of the policies 
exceeded $10,000, which is the limit the 
company will write on any one life in 
the island. 

J. H. Jefferies, assistant to the vice- 
president of the Penn Mutual, declared 
that every life insurance agent should 
be interested in bringing into the busi- 
ness select men who have the qualifica- 
tions to make successful underwriters— 
men who can go out and tell their story 
of life insurance to the public. If the 
wonderful story is told right, no one 
can help but respond to it. The biggest 
life insurance men, he said, are those 
who write the most policies and not 
those who write the largest amounts on 
single policies. The former distribute 
the blessings of life insurance where 
they are most needed. He stressed the 
truth that for the average man there is 
no other sure means of protecting his 
family against dire want in the event of 
his premature death. 


J. W. Clegg Speaks 


J. W. Clegg, past president of the Na- 
tional Association of Life Underwriters, 
who last year wrote $1,750,000, spoke on 
“The Life Insurance Salesman’s Re- 
sponsibility to the Public.” Addressing 
the delegates, he said that they did not 
only represent the Volunteer State Life 
but the policyholders and their benefi- 
ciaries and theirs was a great and awful 
responsibility. Only the conscientious 





TO MEET NEXT WEEK 


AGENCY CONVENTION PLANS 





Provident Life and Accident of Chat- 
tanooga to Hold Three-Day Con- 
ference at Philadelphia 





Business and pleasure will be com- 
bined in the annual agency convention 


of the Provident Life & Accident of 
Chattanooga, which will be held in 
Philadelphia, Aug. 16-18. The gather- 


ing will be for the most part a meet- 
ing of the Provident Club and the 
Maclellan Circle, star producer organ- 
izations of the company, but many 
other agents have signified their inten- 
tion of attending. 

The first two days’ business sessions 
will be held in the mornings and in the 
early afternoons, and on the third day 
the entire party will be taken on a 
pleasure jaunt to Atlantic City. 

President Robert J. Maclellan will 
preside over the general convention ses- 
sions and Robert E. Smith, general 
agent at Bluefield, W. Va., who is prest- 
dent of the Provident Club, will direct 
the sessions of that organization. 
Others from the home office of the 
company who will be present are: W. 
C. Cartinhour, second vice-president; J. 
W. Kirksey, third vice-president and 
manager of the pay order department: 
Paul M. Ray, fourth vice-president and 
life agency manager; Calvert F. Stein, 
secretary-actuary of the life department; 
Harry R. Oliver, manager *of the per- 
sonal accident and health division; 
Harry C. Conley, manager of the rail- 
road accident division; Leslie N. Webb, 
claim manager; M. E. LeSueur, assist- 
ant secretary; John J. Kennedy, assist- 
ant manager personal accident and 
health division: Raleigh Crumbliss, ad- 
vertising manager; William L. Webb, 
assistant manager pay order depart- 
ment, and Dr, H,. L. Fancher, medical 
director. 

The program of the convention in- 
cludes talks by these home office men 
and also by the leading producers, as 
well as open discussions on field prob- 
lems. 








and the competent should dare under- 
take it. Speaking of salesmanship, he 
remarked that it was usually true that 
the more rate books, etc., an agent car- 
ried in his hands or pockets, the less he 
carried in his head. The _ successful 
agent is the man who has had all neces- 
sary information always on the tip of 
his tongue. 

The advantages of non-participating 
insurance were discussed by J. W 
Bishop, manager of the home office 
agency, and Dr. J. B. Steele, medical di- 
rector, spoke on “Some Phases of Selec- 
tion.” At the annual conference of the 
general agents with the company of- 
ficials the “Job of the General Agent” 
was presented and analyzed by. Vice- 
President Frank H. Sykes of the Fi- 
delity Mutual and W. H. Dallas, super- 
intendent of agencies of the Aetna Life. 


Equitable of Iowa Gains 


The Equitable Life of Iowa an- 
nounced this week that a gain of 41 
per cent in paid for business for the 
first seven months of 1926 over the 
same period of 1925 has been made. To 
Aug. 1, the company sold $48,330,303 
in paid-for business, a gain of $14,281,- 
75%. 

The New York City agency has 
broken all agency records of the com- 
pany to date with $4,596,680 paid-for 
business for the seven months ending 
Aug. 1. The Philadelphia agency is 
second; Henderson & Barlow agency, 
Cedar Rapids, third; Pittsburgh, fourth, 
and St. John & Carter agency, Des 
Moines, fifth. 

Iowa was the leading production state 
for July with paid-for business of $1,- 
162,700 while Pennsylvania holds second 
place with $966,796. 





WARN OF INVESTMENTS 


POLICYHOLDERS 
National Life Bulletins Beneficiaries— 
Warning also Issued by Pennsyl- 
vania Bureau of Securities 


CAUTIONED 





NEW YORK, Aug. 12.—After a de- 
tailed and comprehensive study of the 
investments made by beneficiaries of life 
insurance policies, the National Life of 
Vermont has issued the following warn- 
ing: 

“May we offer a note of warning in 
respect to the investment of your life 
insurance proceeds? 

“The security of your investment is 
more essential than the rate of interest 
it pays. Before investing any of your 
life insurance money, ask the advice of 
some responsible bank or trust com- 
pany whose business it is to invest 
funds. 

Suggest Income Plans 

“If you need a larger income from 
your life insurance proceeds than can 
be secured solely from the interest re- 
turn on a high grade investment, ask 
our agent about the various income set- 
tlements which you may receive from 
the company. The size of the income 
will depend upon the number of years 
it is paid. If a life income is desired, 
its size will depend upon your age when 
the income starts. 

“We make these suggestions because 
of the millions of dollars lost annually 
by investors in this country. The in- 
vestment of money is a difficult busi- 
ness in which the average person has 
had little or no experience.” 

Close upon this published warning 
comes the last report of the Pennsyl- 
vania Bureau of Securities which charges 
that the courts have cut the heart out 
of the state’ s fraudulent security legisla- 
tion by “judicial nullification” and given 
aid and comfort to bucketeers and stock 
swindlers. The report covers the third 
year of the Bureau’s operations and be- 
gins by warning the public that the se- 
curities act no longer affords the pro- 
tection it once did. It charges that 
“criminal elements,” after two years of 
unsuccessful efforts to underminé the 
bureau by administrative and legislative 
maneuvers, have finally obtained their 
objective by technical pleas in the lower 
courts, “which in some respects have 
entirely nullified the law and utterly 
paralyzed the administration.” 

Free Rein for Unsecrupulous 

The bureau: objects to a judicial de- 
cision that allows promoters to link 
their highly speculative and risky ven- 
tures with the financial resources of the 
banking institutions which merely hold 
their deposits. It also objects to an- 
other court ruling that the bureau has 
nd jurisdiction over companies selling 
their own stock through their officers or 
directors, a decision which exempts all 
promotion schemes from the law and 
makes it apply only to regular broker- 
age houses and dealers. A third group 
of decisions seriously infringes upon the 
bureau’s right to issue subpoenas and 
inspect books. And the bureau is addi- 
tionally handicapped in its work because 
it has not the right to appeal from the 
decisions of the court of first instance. 
It urges that the securities act be 
amended to authorize recourse to the 
higher courts. The entire report throws 
much light on the great difficulties in- 
volved in fraudulent securities legisla- 
tion and on the ease with which such 
legislation can become a positive burden 
to honest dealers while allowing almost 
free scope for the activities of the un- 
scrupulous and criminal elements who 
prey upon the community, particularly 
those who are helpless and inexperi- 
enced. 


Mutual Trust Life’s Increase 
The Mutual Trust Life of Chicago 
shows an increase of 22.2 percent in new 
business in July of this year over July 
of last year. 











PERCENTAGES ARE SEEN 


EXPENSE RATIO WORKED oOuT 





Some Interesting Ratios Are Found in 
the Annual Report of the Con- 
necticut Department 





The Connecticut department in its 
annual report shows the management ex. 
pense per $1,000 of insurance in force 
for companies operating in that state. 
As a general rule there was a decrease 
notably last year as compared with the 
three previous years. For instance, the 
average management expense on first 
year’s business for the Connecticut 
companies was $18.14 as compared with 
$21.05 in 1922, $20.81 in 1923, and $20.61 
in 1924. The average of companies in 
other states was $28.47, as compared 
with $29.70 in 1922, $28.84 in 1923, $29.31 
in 1924. The average for the industrial 
companies was $32.51, compared with 
$35.96 in 1922, $33.65 in 1923, and $33.74 
in 1924. The general average was $28.60, 
This compares with $31.17 in 1922, $29.84 
in 1923, and $30 in 1924. 

Management Expense on Renewals 


The management expense per $1,000 
on renewals for the Connecticut com- 
panies last year was $1.81 for outside 
companies $2.85, for the industrial, $3.25, 
The general average was $2.56 as com- 
pared with $3.12 in 1922, $2.98 in 1923, 
and $3 in 1924. 

The average commissions of Connecti- 
cut companies to premiums on new 
business last year amounted to 40.57 
percent. This is a decrease as com- 
pared with previous years, 1922, being 
41.54, next year 41.2, and in 1924, 41.4. 
The Connecticut General has the low- 
est percentage, it being 35.86. The 
Phoenix Mutual comes next with 37.31. 
The outside companies show 48.5 in 
percentage of commissions to premiums 
as compared with 47.23 in 1922, 47.78 
in 1923, and 48.61 in 1924. The Puri- 
tan Life of Rhode Island shows the 
surprisingly small percentage of 12.18. 
Companies under 40 percent other than 
the Puritan, are the Massachusetts Pro- 
tective 29.49, and Massachusetts Mutual, 
39.79. The Puritan is very low on its 
renewa! ratio it being 2 2.25 percent. The 
general average is 5.23 including indus- 
trial. The Connecticut companies show 
a ratio of 5.66 of commissions to pre- 
miums, the outside companies 5.33, in- 
dustrials 4.78. The general average on 
first year commissions is 43.93. Thr 
Western Union shows 2.05, on its re- 
newals. The Massachusetts Protective 
shows 1.23, the Bankers Reserve 2.88. 


Bates Is Field Service Manager 


Lawrence R. Bates, formerly of Sioux 
Falls, S. D., has been appointed field 
service manager of the Mutual Benefit 
Life. He became associated with the 
company 12 years ago at the age of 21 
and has served it continuously with the 
exception of being absent in army serv- 
ice. He became a captain in the army. 
Mr. Bates led the South Dakota forces 
of the Mutual Benefit for a number ot 
years and did some supervisory work 
in Sioux Falls, prior to being called to 
the home office. He attended the Uni- 


versity of South Dakota for two years. 
Missouri State Going Strong 
The Missouri State Life in July 


showed a gain of $250,000 in written 
business over the same month in 1925 
Vice-President Hillsman Taylor ¢x- 
pressed the belief that with the new 
rates and policy plans recently an- 
nounced the August production should 
go far ahead of any previous month this 
year and show a very substantial gain 
over August, 1925. 

The Missouri State Life has 
nated October as Policyholders’ 


desig- 
Month, 


but has not announced full details on 


the plans for the month. Steps are 
being taken to make it the greatest 
month in the history of the company. 
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LI FE INSUR ANCE EDITION 





CAINS AND LOSSES OF 
VARIOUS COMPANIES 


Connecticut Department Report 
Shows Interesting Items 
in the Exhibit 


PROFIT FROM MORTALITY 





All Life Insurance Offices Made a Great 
Record Last Year in Their In- 
terest Earnings 





It is interesting to study the gain and 
loss exhibit as gotten out by the Con- 
necticut department showing the gains 
from different factors. Almost univer- 
sally there is a loss so far as mortality is 
concerned from annuities. The total loss 
from this item for all companies report- 
ing to Connecticut amounts to $738,594 
in 1925. The Aetna Life lost $141,438, 
Phoenix Mutual, $123,141; Travelers, 
$112,469; Equitable of New York, $272,- 
344; National of Vermont, $116,371. 
The New England Mutual shows a gain 
in mortality on annuities amounting to 
$71,616. The Mutual Benefit L ife shows 
a large gain of $301,764 in 192 The 
New York Life shows a gain of $71, 617. 
The Metropolitan shows a loss of 
$233,885. 

Loss from Loading 


The loss from loading for all com- 
panies amounts to $35,516,938. Some 
companies made a handsome gain from 
loading. The New York Life shows a 
gain of $8,451,484, Northwestern Mutual 
$3,939,432, Mutual Benefit $1,292,750, 
Provident Mutual $291,600, Penn Mutual 
$155,240, New England Mutual $369,850. 

The companies showing the highest 
loss from loading are the Aetna Life $7,- 
776,328, Connecticut General $2,896,298, 
Travelers $16,206,683, Columbian Na- 
tional $1,314,948, Equitable of New York 
$2,098,387, Pacific Mutual $1,379,647, 
Union Central $932,979. 


Great Gains from Mortality 


The companies made wonderful gains 
from the mortality on regular business, 
the total being $253,360,802. There was 
not a company reporting to Connecti- 
cut that sustained a loss on mortality. 
The companies showing the greatest 
gains from this source are the Aetna 
Life $9,223,375, Connecticut General $3,- 
387,736, Connecticut Mutual $3,149,685, 
Travelers $15,649,989, Equitable of New 
York $22,061,284, Massachusetts Mutual 
$6,134,016, Mutual Benefit $10,016,214, 
Mutual of New York $16,187,380, New 
England Mutual $4,636,723, New York 
Life $22,405,091, Northwestern Mutual 
$17,243,381, Penn Mutual 7,574,083, 
Provident Mutual $4,108,296, State Mu- 
tual $2,351,426, Union Central $5,639,494, 
John Hancock $8,745,148, Metropolitan 


$47,278,717, Prudential $31,704,384. 
Surrenders and Lapses 
“he total gain from surrenders and 


lapses amounted to $37,707,433, the larg- 
est items in this respect being Aetna 
Life $1,031,699, Travelers $1,510,328, 
Equitable of New York $2,487,786, Mu- 
tual of New York $2,099,703, New York 
Life $5,052,744, John Hancock $1,778,- 
628, Metropolitan $8,079,919, Prudential 
$11,571,792, 
Gains from Interest 


The interest gains were large last 
year, the total being $169,736,419. The 
following gains from this source show 
records of*some companies: 

Aetna Life $3,277,091, Connecticut 
Mutual $2,142,348, Travelers $3,404,199, 
Equitable of New York $12,838,513, 
Massachusetts Mutual $4,335,292, Mutual 
Benefit $8,232 .703, Mutual of New York 
$12,15 92,703, New England Mutual $3,- 
“16,283, New York Life $22,981,786, 








INTEREST “IN CONTEST 

QUESTION OF SUICIDE IS UP 

Insurance Companies Studying Case of 
John Berger Brought in State 


and Federal Courts 


_A number of accident companies are 
fighting in the Indiana state courts and 


the federal courts claims brought 
against them by the estate of John 
Berger of Princeton, Ind. It is said 


that Berger had about $160,000 of life 
and accident insurance, the accident in- 
surance being carried in many different 
forms, including newspaper policies and 
the limited automobile policies. <A 
dilapidated Ford in which Mr. Berger 
was driving ran into the abutment of a 
bridge. Mr. Berger was taken to the 
hospital and died two days later. An 
autopsy revealed the presence of over 
15 grains of arsenic in ‘his stomach. The 
accident companies alleged that Berger 
took the arsenic, got into his Ford and 
expected to have a real smash-up about 
the time he was becoming unconscious. 
A real smash-up did not occur and, ac- 
cording to the companies, there was no 
mark of injury either externally or in- 
ternally by reason of the Ford running 
into the bridge abutment. Companies 
carrying automobile accident insurance 
on Berger are defending suits against 
them on the ground that death was not 
due solely and only to the automobile 
accident. Where amounts involved are 
large enough, companies have taken the 
cases into the federal court. 





Northwestern Mutual $13,529,711, Penn 
Mutual $6,759,597, Pacific Mutual $2,- 
291,304, Provident Mutual $2,466,769, 


State Mutual $2,017,290, Union Central 
$3,857,505, John Hancock $5,903,315, 
Metropolitan $30,603,729, Prudential 
$19,522,097. 

Gains from Investments 


The gain from investments amounted 
to $10,510,735. There were some losses 
in this source, the Mutual of New York 
showing $2,161,156, Northwestern Mu- 
tual $1,499,454, John Hancock $1,071- 
837, Metropolitan $473,043, Prudential 
$1,138,959. The Connecticut Mutual 
showed a gain of $2,319,350. Aetna Life 
$1,645,028, Travelers $2,185,692, Mutual 
Benefit $1,138,146, New York Life $7,- 
043,289. 

The net gain in surplus from all com- 
panies was $40,097,953. There are only 
a few companies that showed a decrease 
in surplus. The Bankers’ Reserve 
showed $110,652 decrease, National Life 
of Vermont $321,449, and the North 
American Life $46,754. 


Brennan Club Organized 


Owing to the fact that the well known 
insurance man of Chicago, George E. 
Brennan, manager of the United States 
Fidelity & Guaranty, is a candidate on 
the Democratic ticket for United States 
senator, a large number of insurance men 
are forming the “George E. Brennan 
Insurance Club” to support Mr. Bren- 
nan’s candidacy. Many of the members 
are Republicans, but they feel that Mr. 
Brennan should be supported owing to 
his prominence in insurance. On many 
occasions he has come to the rescue of 
the business when hostile legislation was 
at hand. P. J. V. McKian, well known 
insurance newspaper man, recently con- 
nected with the Chicago “Journal of 
Commerce,” is acting as executive secre- 
tary of the club, having established his 
office in Mr. Brennan’s quarters at the 
Bismarck hotel in Chicago. 

Showed Big Gain in July 

The Mutual Trust Life of Chicago 
reports that its agents have overcome 
the summer slump, producing $500,000 
more business in July than that turned 
in during the same month a year ago, 
making a total production of $2, a. 340, 
or a gain of 22.2 percent over July, 1925. 


NEW OMAHA COMPANY 


LAUNCH UNITED BENEFIT LIFE 


Officials of Mutual Benefit Health & 
Accident of Omaha Main Factors 
in New Organization 


OMAHA, Neb., Aug. 12.—Officers of 
the Mutual Benefit Health & Accident 
of Omaha, which has held an outstand- 
ing position in the accident and health 
field for many years, are the chief incor- 
porators of the United Benefit Life of 
Omaha, for which Commissioner Du- 
mont has just approved articles of in- 
corporation. 

It is understood in local insurance cir- 
cles that the company has been in 
process of formation for several months, 
and that the stock has been sold quite 
largely to agents of the company. 

The new company, which is to be a 
legal reserve stock company, has a 
paid-up capital of $100,000. It has al- 
ready deposited $20,000 of the required 
$100,000 with the insurance department, 
_ Dr. C. C. Criss, who is the chief factor 
in the Mutual Benefit, has been espe- 
cially active in the organization of the 
new company. Miles Schaeffer, former 
Indiana commissioner, who has been in 
actuarial work since retiring from that 
office and has recently been doing spe- 
cial work as an actuary for the Bankers 


Reserve Life of Omaha, will be asso- 
ciated with Dr. Criss in the new com- 
pany, which expects to be ready to 


start issuing business by Oct. 1. 


International Shows Big Gain 


The International Life of St. Louis in 
July showed an increase of $1,400,000 
in written business over the previous 
July. The writings for the month were 
$8,500,000 against $7,100,000 in July, 
1925. The company has been enjoying 
a wide spread on its new business, gains 
being recorded from all parts of the 
country. 


Big Gains by National L. & A. 


_Sixty-five percent more business in or- 
dinary was produced by the National 
a & Accident in July of this year than 

July, 1925, according to figures just 
pote iP by the ordinary department. 
The July record on increase showed a 


gain of 100 percent over July, 1925, and 
more ordinary has already been sub- 
mitted than was written for the entire 


year 1925. Interest taken by 
Silver Jubilee year, to be 


agents in 
observed the 


coming fall, is believed responsible for 
the increase. 
Look After Blind Delegates 
A special committee has been ap- 


pointed by the 
to look after 
operate with 
visitors as may 


Philadelphia association 

the comfort of and co- 
such blind delegates and 
attend the international 
convention of life underwriters in At- 
lantic City in September. Henry Rob- 
bins is chairman and his associates are 
Harry Keefrider and David Sillman. All 
three are blind life underwriters. 


Central States Honors McVoy 
In July, 


President 
tral States 


which was set aside to honor 
James A. McVoy, the Cen- 
Life of St. Louis produced 
an excellent volume of business. In the 
period June 22 to July 21, Mr. McVoy’s 
birthday, the company received 890 ap- 
plications for a total of $1,972,172. More 
than 200 men and women agents for 
the company participated in this tribute 
to their chief. 


Two Life Conventions 


The annual meeting of the Life Office 
Management Association will be held at 
the Edgewater Beach hotel in Chicago, 
Sept. 30-Oct. 2. 

The annual meeting of the Association 
of Life Agency Officers will be held at 





the same hotel Nov. 17-18. 





COMPLETING PLANS 
FOR THE CONVENTION 





More Additions to Program of 
National Life Underwriters 
Association 


NOTED BANKER TO SPEAK 


Educational Talks Will Be Given by a 
Number of Men Prominent in 
the Business 





NEW YORK, Aug. 12.—An 
tant addition to the list of speakers who 
will the National Life 
writers Association convention at At- 
lantic City in Willis H. 
Booth, vice-president of the Guaranty 
Trust Company of New York. His sub- 
ject will be “Life Insurance and Eco- 
nomic Progress.” As Vice-President 
Booth is a fine speaker and a thorough 
student of all phases of economic life, 
his talk should be one of the outstanding 
events of a quite exceptional program. 

Milton L. Woodward, general agent 
of the Northwestern Mutual Life in De- 
troit and president of the Detroit Life 
Underwriters Association, will also 
speak. His topic will be, “Doing Our 
Best to Get the Best.” 


Program for Sept. 16 


impor- 


address Under- 


September is 


At the morning session, Sept. 16, 
“Raising the Appreciation of Life In- 
surance” will be the subject of an ad- 
dress by Charles J. Rockwell, director 


of the Rockwell School of Life Insur- 
ance. C. C. Day, general agent of the 
Pacific Mutual at Oklahoma City, will 


speak on “The Value of a Well-rounded 
Training.” Before the general discus 
sion of the broad subject of “How to 
Improve the Quality of Service,” Miss 
A. Bertha Concannon, agent of the 
Equitable Life of New York at Pitts- 
burg, will talk on “Learning the Needs 
of Clients.” The other talks will include 
“Making Life Insurance a Service” by 


Russell S. King, general agent of the 
Manhattan at Chicago, “Making the 
Interview Cooperative” by Frank M 


See, general agent of the Union Central 
at St. Louis, and “Understanding Your 
Client” by N. E. Ellsworth, general 
agent of the Aetna Life at Washington, 
os Sen 
Life Local Association Work 

At the afternoon sectional sessions, 
which will be presided over by Chair- 
man J. S. Williams, executive secretary 
of the Cleveland association, and Vice- 
Chairman William A. Searle, assistant 
to President Jones of the National as 
sociation, the following subjects are on 
the program — “Conducting and Build- 
ing Up Local Associations” by Harvey 
Weeks, Provident Mutual, Buffalo, and 
Charles C. Gilman, National Life of 
Vermont, Boston; “Establishing a Pub- 
lic Contact” by W. W. Winne, Con 


necticut Mutual, Denver, and E. : 
Bradshaw, Phoenix Mutual, Jackson, 
Miss.; “Service to Members” by C. A. 


Connecticut Mutual, Cleve- 
land, and C. C. Day of Oklahoma City; 
“The Value of a Fixed Program of 
Work” by Frank H. Wenner, district 
manager of the Provident Mutual at 
Utica, and N. E. Ellsworth of Wash- 
ington; “Mechanics of Running an As- 
sociation” by W. Curtis Knox, Union 
Central, Rochester, and W. C. Murray, 
John Hancock, Hartford; “What Are 
Proper Dues for Local Associations” 
by E. B. Hamlin, National Life of 
Vermont, Cleveland; “Cooperation with 
the National Association” by Otis E. 
Logan, Provident Mutual, Indianapolis, 
and President Frank L. Jones of the 
National association, Many invaluable 
observations and suggestions are ex- 
pected to come out of the general dis- 
cussion that will follow these talks. 


Wolfran, 
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AGENTS IN CONFERENCE 
CLIC CLUB'S ANNUAL SESSION 


Continental Life Men Gathered at De- 
troit—W. B. Harn Named 
Club President 


DETROIT, MICH., Aug. 11.—The 
annual convention of the Clic Club of 
the Continental Life of St. Louis was 
held here yesterday and today, a large 
delegation of agents from all parts of 
the country being in conference with 
the home office officials who were pres- 
ent, headed by President E. P. Melson. 
Medals for production records were 
awarded yesterday. 

Harn Is Club President 


William B. Harn, general agent at 
Cleveland, O., was announced as presi- 
dent of the Clic Club for the coming 
year, his total paid for business amount- 





WILLIAM B. HARN 
President, Clic Club, Continental Life 


ing to $511,704. Mr. Harn made a special 
record by writing $300,000 of this in 60 
days. This record was made in spite 
of the fact that he was in his first year 
in new territory. James M. Hensley, 
general agent in Texas, was named first 
vice-president of the club, being a very 
close second to Mr. Harn in total pro- 
duction. Mr. Hensley was first vice- 
president last year also. D. J. Duncan, 
general agent in Kentucky, was made 
second vice-president. Carl M. Miller, 
general agent in California, was made 
third vice-president. Simon Selinger of 
Oklahoma was fourth vice-president and 
C. J. Kiitgaard of California was fifth 
vice-president. 
Had Many Sales Talks 


The convention was opened with an 
address by President Melson, who told 
of the importance of the life insurance 
business and its rapid growth. He then 
introduced the president of the Clic Club 
and presented a loving cup to him. The 
remainder of the morning was devoted 
to 10 minute sales talks and an address 
by James P. Sullivan, agency director. 
J. E. Musgrave of Oklahoma told how 
he helped a client solve his problems, 
giving examples of typical sales made. 
R. C. Ellis of Kansas told why he spe- 
cialized on business insurance, also cit- 
ing examples of actual sales. W. M. 
Solar of Minnesota spoke on “Insurance 
to Guarantee Plans and Bequests.” Carl 
Miller of California explained why he 
sells an income policy as a specialty. 

Discussed Agency Problems 


A. J. Westermeyer of St. Louis dis- 
cussed agency building, which was also 
discussed by H. E. Witham of Oregon. 
An explanaticn of how he analyzes his 





ADDS TO ITS OWN PROPERTY 


Western & Southern Life Has Increased 
Its Holdings Adjoining Its 


Home Office Building | 


Acquiring a piece of property 75 by | 
176 feet which adjoins its home office | 
building in Cincinnati on the north, the | 
Western & Southern Life has increased | 
its holdings to include practically the | 
entire square where it is now located. | 
This move has been made with future 
expansion in mind for it is only a ques- 
tion of time before more space will be 
required. This particular piece of prop- 
erty was taken over from the Sacred 
Heart Guild for $150,000. The West- 
ern & Southern, in order to consum- 
mate the deal, bought for the Guild a 
large piece of property in a nearby 
block upon which has been erected the 
Fontbonne, a fine modern home for 
working girls. 








prospect’s insurance needs was given by 
Thomas A. Himes, Jr., of Alabama, and 
a discussion of selling the complete in- 
surance program was made jointly by 
James M. Hensley of Texas and D. J. 
Duncan of Kentucky. E. J. Snyder of 
Washington told his experiences with 
establishing a minimum program. The 
procedure in selling the professional man 
and the merchant was then explained by 
Louis Leventhal of Maryland. Simon 
Selinger of Oklahoma explained how he 
sells policies to cover specific needs of 
his clients. The morning session was 
closed with a debate on “Endowment ys. 
Ordinary Life.” 

The second day’s session was opened 
by Dr. R. C. Dudley, medical director, 
who reviewed the factors that facilitate 
the issue of life insurance policies. 
Agency Director Sullivan again ad- 
dressed the convention and 15 minute 
talks on “Why the Continental” were 
given by C. J. Klitgaard of California 
and George C. Lilly of Maryland. W. A. 
Harn of Cleveland summed up what he 
believed to be the important personal 





SWINDLER IS STILL AT WORK 


Charles W. Cooke Has Had a Number 
of Bogus Checks Cashed by Life 
Insurance Officials 


Charles W. Cooke, who served time 
in the penitentiary in Kentucky and 
who succeeded in victimizing some life 
insurance officials in the east, pretend- 
ing to be connected with THe NATIONAL 
UNbDERWRITER, has now changed his 
course and has had a number of checks 
cashed in the east on the ground that 
he was a partner of Arthur I. Vorys, the 
insurance lawyer at Columbus, O. He 


lyhas posed as E. C. Hunter from Mr. 


Vorys’ office and is cashing checks on 
the Ohio National Bank of Columbus. 
He has also posed as being from the 
Ohio insurance department and recently 
called at the Carnegie Foundation in 
New York City, pretending to be Super- 
intendent Harry L. Cony. The Carnegie 
Foundation cashed a check for the sup- 
posed Superintendent Conn and is now 
‘holding the bag. - 








qualities of a successful life insurance 
man. The use of the child’s policy as 
an ideal means of approach was discussed 
by L. O. Ling of Montana, A. ; 
Garraway of Mississippi told how the 
men in his agency present their proposi- 
tion briefly in order to secure more 
applications. The planning of the day’s 
work, the week’s work and the entire 
schedule was discussed by H. W. Osoin- 
ach of Tennessee, who has developed an 
efficiency system in the office but does 
not let it interfere with his soliciting 
work. Ten minute talks were given by 
Fred Blattner, Jr., and E. A. Wood of 
Missouri on “Selling the Farmer.” Two 
addresses were then given by home office 
men, C. McConaghy, actuary, and 
B. H. Manning, manager of the accident 
department. The balance of the morn- 
ing was given over to some 15 three- 
minute talks on getting prospects, meet- 
ing objections, closing sales and other 
items of sales interest. 


GOOD INCREASE SHOWN 
HAS HIT TWO MILLION MARK 


Provident Life & Accident Premiym 
Income for This Year Will Be 
Above $4,000,000 


The Provident Life & Accident oj 
Chattanooga for the first time in js 
history shows a premium income some. 
what in excess of $2,000,000 the first 
six months. This represents a gain oj 
$500,000 over the corresponding period 
of 1925. Premiums collected in its ac. 
cident and health department for July 
exceed those of July a year ago by $83. 
000. This increase for the first six 
months is at the rate of $1,000,000 for 
the year. Based on its present volume 
of business the premium income for 1996 
should exceed $4,000,000. 

The annual agency convention wil! be 
held in Philadelphia next week. The 
Provident Life & Accident recently ep- 
tered Kansas, Michigan, Iowa, Minne. 
sota, Montana, Washington and Oregon, 
It ranks well as one of the largest acci- 
dent and health companies in the coun- 
try in addition to writing a good amount 
of life insurance. 


Sells Aetna Fire Stock 


_ A block of Aetna Fire stock amount- 
ing to 5,071 shares, owned by the Aetna 
Lite, has been sold to a_ syndicate of 
five investment bankers. The stock has 
been listed at around $525 a share so 
that the deal will involve more than $2,- 
600,000. By this sale the Aetna Life 
disposes of its entire holdings in the 
Aetna Fire. 

There is no special significance in the 
transaction other than a financial re- 
adjustment, as there are no relations of 
any kind between the two companies. 
There are several syndicates interested 
in different Hartford insurance stocks, 
and for a while a pool was operating in 
buying up Aetna Life. 
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PER CENT OF COMMISSIONS PAID AND EXPENSES OF MANAGEMENT IN 1925 


(From the Connecticut Report) 
Companies of Connecticut 






































Per Cent 
of Commis- 

tExpense sionsto Per Centof 

Insurance Insurance of Management Premiums Commissions 

, *Investment Management Written in Force for$1,000 of Insurance on New to Premiums 

Name of Company Expense Expense in 1925 Jan. 1, 1925 First Year Renewal Business on Renewals 
ee aa re $ 787,436 $ 13,334,997 $ 704,815,377 $ 1,967,897,468 9 1.48 41.57 5.93 
Connecticut General. 163,612 4,428,359 185,475,273 610,516,632 17.96 1.80 35.86 6.14 
Connecticut Mutual.. 307,755 4,276,630 104,169,626 541,268,925 27.02 2.70 42.84 6.78 
Phoenix Mutual..... 302,208 3,465,963 65,025,863 395,979,296 33.13 3.31 37.31 6.02 
Travelers (Life) .... 1,010,648 19,076,614 764,871,951 2,815,298,532 18.23 1.82 41.03 4.99 
MOUND cccocecess $ 2,571,660 $ 44,582,565 $ 1,824,358,090 $ 6,330,960,853 $18.14 $1.81 40.57 5.66 

Companies of Other States 
Acacia Mutual...... $ 29,542 $ 1,630,654 z 37,385,407 $ 174,663,911 $29.73 $2.97 44.05 4.19 
Bankers Reserve.... 90,668 1,292,722 23,858,351 93,563,393 38.92 3.89 73.74 2.88 
DEE sovececsees 109,747 1,275,630 20,314,655 157,018,150 35.42 3.54 44.71 6.37 
Columbian Natl...... 107,046 1,729,992 38,403,149 181,491,055 30.59 3.06 44.09 6.70 
TOMUTOR MEO s 0 0s gecees 2,266,095 33,708,908 833,239,221 3,850,789,152 27.67 2.77 47.30 5.13 
Fidelity Mutual..... 148,060 2,659,150 50,737,384 292,470,739 33.25 3.33 49.27 6.61 
GORMRGIOR .ccccccoses 251,724 2,580,445 65,182,544 250,134,633 28.61 2.86 61.72 6.07 
DD sesesncesenece 156,254 1,965,043 40,421,064 260,530,414 29.56 2.96 47.15 6.37 
Mass. Mutual....... 422,779 7,831,078 205,729,553 1,151,487,971 24.41 2.44 39.79 6.93 
Mass. Protective..... 46 92,945 7,794,750 2,370,800 11.57 1.16 29.49 1.23 
Mutual Benefit...... 681,628 10,582,033 237,527,157 ,784,000,311 25.44 2.54 44.81 6.13 
DEE i seecencets«s 1,693,607 23,460,701 467,357,946 3,008,991,612 30.54 3.05 47.36 4.70 
Mutual Trust........ 43,25 1,073,833 22,143,292 97,419,062 33.68 3.37 54.42 5.77 
DORSIOORD scncescccce 237,630 3,505,748 74,344,370 421,565,859 30.09 3.01 49.24 6.64 
New England Mut... 421,266 5,135,212 116,032,897 781,084,967 26.45 2.65 49.46 6.55 
NOW BOP ccccccecce 1,851,982 39,319,428 851,151,742 4,695,104,195 29.77 2.98 52.57 3.10 
North American..... 13,450 753,713 13,875,205 4,510,326 37.08 3.71 57.22 6.15 
Northwestern Mut... 1,361,210 16,561,400 354,609,858 2,879,023,884 25.78 2.58 48.68 6.55 
Pacific Mutual....... 508,222 5,544,892 ,632,522 7,314,727 37.12 3.71 61.00 6.93 
Penn Mutual........ 562,838 10,067,188 204,488,941 1,359,840,184 29.57 2.96 49.44 6.49 
Provident Mutual... 313,389 4,882,949 102,482,728 705,356,432 28.22 2.82 41.31 6.66 
DEE setacsuasee® 1,634 77,475 1,232,598 6,279,806 41.64 4.16 12.18 2.25 
State Mutual........ 265,274 2,939,574 65,997,316 430,969,318 26.94 2.69 46.79 5.86 
Union Central....... 1,538,749 7,708,750 184,015,483 1,102,191,892 26.20 2.62 42.99 7.08 
United Life & Acci.. 14,775 587,871 13,393,189 37,793,302 34.23 3.42 50.78 6.31 
U. S. Nat. Life & Cas. 895 114,093 8,576,948 2, ,749 12.96 1.30 32.38 6.03 
Western Union...... 56,163 558,157 16,285,930 58,036,952 25.27 2.53 45.59 2.05 
Bota oc vcoiecde $13,148,361 $187,639,595 $ 4,152,214,200 $24,386,252,796 $28.47 $2.85 48.50 5.33 
Industrial Companies 

John Hancock Mut..$ 968,365 $ 21,062,519 $ 383,335,035 $ 2,027,211,918 $35.94 $3.59 42.43 $5.14 
Metropolitan ....... 4,753,414 121,488,690 2,385,876,075 10,522,484,769 5.34 3.53 33.23 4.95 
Morris PIQR...ccecss 480 215,657 17,485,105 11,823,025 11.55 1.16 29.16 7.50 
PruGential ..ccccccs 3,474,262 77,890,895 1,929,603,851 8.149,707,406 28.38 2.84 38.73 $4.36 
BWOtRND ccvccecses $ 9,196,522 $220,657,762 $ 4,716,300,066 $20,711,227,118 $32.51 $3.25 36.08 4.78 
Grand totals ....$24,916,545 $452,879,922 $10,692,872,356 $51,428,440,767 $28.60 $2.86 43.93 $5.23 


* Investment expenses computed as % of 1% of mean invested assets plus repairs, expenses and taxes on real estate, 
and any other item specifically chargeable to investments. 
Based upon the assumption that the cost of obtaining new business is ten times as great as the cost of caring for old 
business. (Group business included in the computation.) 


t Excludes Industrial business. 
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Nearly Two Centuries Ago Lord Chesterfield sazd: 
“Whatever is worth doing at all 


is worth doing well.” 





And thatapplies to life 
insurance selling as 
wellas toanything that 
Lord Chesterfield 
might have had in 
mind when he coined 
the phrase. 


To those of you who 
are contemplating en- 
tering the life insur- 
penn, Sex a we want to emphasize the 
importance of the right kind of start. 


At the outset you are confronted with 
the very difficult problem of choosing 
the right kind of company to represent. 
Upon your choice depends much—un- 
doubtedly it willinfluence your immedi- 


Lord Chesterfield (Philip Dormer Stanhope, 
fourth Earl of Chesterfield) was an Eng- 
lish courtier, orator and wit, famous for his 
pointed sayings. He has often been called 
“the La Rochefaucauld of England.” He 
was born in London, in 1694, and held many 
important political posts during his life 
which ended in 1773. His “Letters to His 
Son” were published soon after his death 
and have established for themselves a place 
of their own in English literature. 


ate progress. Com- 
panies vary in charac- 
ter and makeup just 
as individuals do. An 
organization is, in the 
last analysis, the 
amalgamation of the 
personalities of the 
men in that com- 


pany. 


In the Peoples Life you will find a cor- 
dial relationship existing between com- 
pany and agent—a feeling of friendli- 
ness and good fellowship which counts 
for so much in making work a joy and 
inspiring us to doing well the work 
we have to do. 


The Peoples Life is probably the company you are looking for. 


THE 


PEOPLES LIFE 


INSURANCE COMPANY 
ILLINOIS 


ADDRESS E. J. COTTER, SUPERINTENDENT OF AGENTS, TODAY 
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6 
PICTURES BIG FUTURE 


TELLS OF ACCOMPLISHMENTS 
President Melson of Continental Life 
Tells Agency Conference of 
Magnitude of Business 





DETROIT, Aug. 11.—Speaking be- 
fore the annual agency conference of 
the company here this week, Psesident 
Edmund P. Melson of the Continental 
Life of St. Louis told of the magnitude 
of the life insurance business today. Mr. 
Melson said that old line legal reserve 
life insurance is the greatest business 
of today, the greatest achievement of 
the mind of man. He summed up the 
growth and present standing of the busi- 
ness in part as follows: 


Past Record Reviewed 
“The man who knows the glorious 


record of this great business of ours, 
knows that way back in 1759, one hun- 





EDMUND P. MELSON 
President, Continental Life 


dred and sixty-seven years ago, the 
first American old line legal reserve life 
company was started in Philadelphia. 
That man knows that the record books 
today tell of the fqunding of the second 
company in 1835, 91 years ago, in Bos- 
ton. He knows that in 1914, after more 
than 100 years of effort, all the life com- 
panies in the country combined, had a 
total of $17,000,000,000 of insurance on 
the books. He knows that 11 years 
later, at the end of 1925, all the compa- 
nies combined had over $72,000,000,000 
of insurance on the books; in the last 
11 years this business of ours has grown 
three and a quarter times as much as it 
did in its first 100 years and more. He 
knows that in the present year, if the 
present rate of increase is maintained 
that the life companies of this country 
will write over $17,000,000,000 of new 
insurance; more, in fact, than the total 
on the books up to 1914, and which will 
be an increase of more than 11 percent 
over 1925. He knows that in each year 
of the past 100 years, with but a single 
exception, more insurance was sold in 
each 12 month period than was sold in 
the previous 12 month period. 

“He knows that the life insurance 
business is not afflicted with the periodi- 
cal ups and downs to which every other 
American business is subject. He knows 
today that the largest financial institu- 
tion in the United States is not a bank, 
not by several hundred millions of dol- 
lars; that today the second largest finan- 
cial institution in the United States is 
not a bank, not by $200,000,000; that to- 
day the third largest financial institution 
in the United States is not a bank, not 
by $50,000,000; he knows that when 
compared with the largest life company, 
the greatest and largest bank in the 





UNION CENTRAL’S BIG JULY 





All Records for Paid-for Business Dur- 
ing the Month Were Broken 
This Year 





All records for July paid-for busi- 
ness were broken by the Union Central 
Life, when the agents settled for $15,- 
707,911 during the month. The largest 
previous July was in 1925 when the field 
force paid for $13,446,590. Applications 
received in July also set a new high 
mark for the month of $21,381,279. 

Andrew Case of Boston, one of the 
oldest agents, led the personal produc- 
ers for the month with a paid-for total 
of $305,000. Mr. Case is 72 years old, 
and although advised by his physician 
not to “work too hard” during the sum- 
mer months, managed to outstrip many 
of his younger competitors in the race 
for business. 

Alvin J. Lehman of Cincinnati, who 
has been in life insurance less than six 
months, led all the new agents of the 
Union Central for the month with 21 
settled cases for $144,000. 

August has been designated as “Quali- 
fication Month” for Union Central agents 
who desire to attend the annual con- 
vention at Atlantic City, N. J., Sept. 
13-14, 








United States today ranks fourth in 
financial strength, as regards total as- 
sets or resources. 


Tremendous Growth Shown 


“The man who knows the real story 
of this great business, knows that today 
the total assets of the old line life com- 
panies are over two-thirds the amount 
of the total insurance in force 11 years 
ago, the amount being over $12,000,000,- 
000, composed of United States, state 
and municipal bonds, first mortgage on 
real estate and cash. He knows that, 
while the list of failures of the last five 
years alone contains the names of scores 
of banks, building and loan associations 
and trust companies, the names of hun- 
dreds and thousands of manufacturing 
enterprises, automobile factories in- 
cluded, the names of thousands, yes tens 
of thousands of merchants, farmers and 
cattlemen; and while that list of failures 
in five years is so long as to be unbe- 
lievable, yet it does not contain the 
name of one single old line legal reserve 
life insurance company that has failed 
to meet, to a cent, every obligation con- 
tracted to every policyholder and to 
every beneficiary. 

“And he knows of the millions, yes, 
hundreds of millions of dollars paid in 
cash to beneficiaries, paid in cash to ma- 
tured policyholders, paid in cash on 
loans on policies, loans made immedi- 
ately upon demand, at not more than 6 
percent interest for the full dollar and 
cent loan value; and he knows that the 
institution of life insurance is not af- 
fected by epidemic, by panic or by war, 
that it is the one institution that always 
furnishes a safe haven in time of storm, 
paying its obligations always at par, 
even during times when United States 
bonds were selling at a heavy discount. 

“Tf at the present time less than 6 per- 
cent of the insurable value of the lives 
of insurants in this country are pro- 
tected, then our task is no small one by 
any means, and if we can judge the fu- 
ture by the past, which is the only 
barometer we have to go by, then the 
most optimistic guess as to the amount 
of insurance in force in the next 10, 20 
or the next 40 years might fall far short 
of the true amount.” 


Name Louisiana Commission 

Members of the insurance commission 
created by a recent Louisiana law have 
been named as follows: James J. A. 
Fortier, John D. Saint and R. M. 
Walmsley. Mr. Fortier is a prominent 
lawyer and financier of New Orleans, 
while Messrs. Saint and Walmslev are 
insurance agents, the former at Baton 
Rouge and the latter at New Orleans. 





WILL HOLD AGENCY MEETING 





Columbus Mutual Life Announces the 
Program for Its Convention of 
Leaders Next Week 





The Columbus Mutual Life has an- 
nounced its program for its agency con- 
vention at the home office starting next 
Wednesday afternoon. The program is 
as follows: 


Wednesday, Aug. 18 


Grant W. Barnard, Presiding 

Address of Welcome. 

Life Insurance as a Systematic Means 
of Thrift—L. E. Bilyeu. 

“Quiz”—Conducted by L. E. Bilyeu. 

Why I Came With the Columbus Mu- 
tual Life—Harry C. Pitz. 

Round Table Discussion. 

Adjournment at 4:30 o’clock, followed 
by automobile trip to O’Shaughnessy 
Dam with picnic supper. 


Thursday, Aug. 19, 9:30 o’clock 


Robert H. Wilkinson, Presiding. 

Our Preferred Risk, an Estate Builder 
—Charles F. Sprague. 

Economics of Life Insurance and the 
Fitting of the Contract—S. S. Huebner, 
Professor of Insurance, University of 
Pennsylvania, 

Value of Non-Forfeitable Vested Re- 
newals—Ivan T. Quick. 


Thursday, Aug. 19, 1:30 o’clock 


T. S. Berridge, Presiding. 

Old Age Endowments — Elmer A. 
Newark. 

Address—Charles M. Cartwright, Man- 
aging Editor, The National Underwriten 

Policy Provisions and the Agent’s Con- 
tract—E. R. Kuck. 

Our Preferred Risk Policy—J. E. Har- 
riman. 

Building an Agency Under the 
Agent’s Contract—H. B. Tibbals. 

Why I Chose the Columbus Mutual 
Life Insurance Company—John W. Pen- 
man. 

Banquet—Six-thirty 


Friday, Aug. 20, 9:30 a. m. 


E. R. Kuck, Presiding. 
The Giant Policy—George J. Henzel- 
man (The Giant Salesman). 


New 


o'clock. 





Address—Elton R. Shaw. 
Personal Field Experience — William 
Rowe. 


Selling or Buying—Which—G. T. Dob- 
ben. 

A Clean Cut Business—Daniel Field. 

Why I Sell the Limited Payment Life 
Policies—D. E,. Johnson. 

Meeting Competition—C. B. Kershner. 

A Few Remarks—David Fischer. 


Des Moines Life & Annuity Rally 


The “Co-operators” of the Des Moines 
Life & Annuity will meet at Lake Oko- 
boji, Iowa, Aug. 26-27. 

W. E. Bilheimer of St. Louis will 
conduct ‘the sales meetings, Agents 
are now engaged in a production con- 
test. All agents who make their quotas 
during this contest will have all their 
expenses paid during these two days of 
instruction and fun. Prior to this con- 
vention a conference will be held at- 
tended by the district and general 
agents. 

The Des Moines Life & Annuity is 
one of the younger companies whose 
constructive program of growth has 
marked it as one of the progressive old 
line companies. Its officers are: 
Shambaugh, president; E. L. Shinnick, 
secretary; H. B. Bossert, agency super- 
visor. 


Prudential’s Mortgage Loans 


Mortgage loans totalling $23,042,- 
152.50 were made by the Prudential dur- 
ing July. Of this amount $11,831,042.50 
was loaned on 2,172 dwellings and 108 
apartment houses in the United States 
and Canada and $2,343,350 was loaned 
on farms in various sections of this 
country. In addition to these loans on 
living quarters and farms, the company 
has been quite active in its investments 
on city properties not so classified. The 
total loans on such holdings for July 
alone was $8,867,400. 


The Union Mutual Life of Des Moines 
has been licensed by the Iowa depart- 
ment. 





KELLY IS PRESIDENT 





HEADS ILLINOIS LIFE CLup 





Annual Meeting of Agents Will Be Helg 
in Chicago Last Week 
of August 





John M. Kelly of Chicago has qual}. 
fied as president of the $100,000 Club of 
the Illinois Life for this year. He has 
been a member of the club every year 
since he entered the service of the com- 
pany in January, 1916. He was second 
vice-president in 1919. Harry O. Hap. 
sen of the home office agency becomes 
first vice-president. This record was 
won in spite of an illness which kept 
him out of the running for a number of 
weeks. Frank P. McCord of eastern 
Illinois is third vice-president. He js 
president of the Green Signal Club for 
this year. He is a part-time banker, 
Miss Lena H. Smith of the Wabash 
Valley agency qualifies for third vice- 
president, being the second time that a 
woman has qualified as an official of the 
club. Mrs. L. E. White won the first 
vice-presidency in 1912. The annual 
meeting will be held at the home office 
in Chicago Aug. 26-27. 


Indianapolis Life Contest 


The Indianapolis Life has launched a 
contest for its agents in which those 
who qualify will go to Indianapolis May 
28-31, 1927, and will attend the annual 
Speedway. 500-mile race as guests of the 
company. To qualify an agent had to 
write $40,000 during the period April 1 
te July 1 this year. The race proper be- 
gan July 1. Each agent is represented 
as driving a car and for each $1,000 writ- 
ten his car advances one mile. The 
agent who completes the 500-mile 
course first is the winner. 


Appeal Maccabee Merger Case 


Decision of Judge Carr in circuit 
court at Lansing denying application of 
Mrs. Nora M. Cate and other foes of 
the merger of the Maccabees and the 
Ladies of the Maccabees, large Michi- 
gan fraternal benefit societies, for a 
permanent writ of injunction to prevent 
the consolidation, will be reviewed by 
the supreme court, it appears, as the 
result of further action by the Cate 
faction. 

Judge Carr maintained in his decision 
that the law prevents an individual from 
launching suit to prohibit the merger of 
fraternal organizations. He ruled that 
any such actions must be launched by 
the attorney general. Counsel for the 
Cate faction contends this law applies 
only to dissolutions or receiverships. 

In the meantime, officers of the two 
orders are going ahead with details of 
the merger. 





Plan for Policyholders’ Month 


Plans are being formulated by the 
sales department of the Bankers Life 
of Iowa for the annual “policyholders’ 
month” in October. A goal of $20,- 
000,000 has been set. Regional sales 
managers will hold a conference at Des 
Moines in September when plans will 
be discussed for agency meetings to be 
held throughout the country, at which 
the regional sales managers will pre- 
side. A feature of the month will be an 
offer of additional insurance without 
medical examination to about 100,000 
policyholders. 


Atlantic Life 1927 Convention 


The Atlantic Life announces that its 
1927 Aces convention will be held at 
the Essex and Sussex hotel at Spring 
Lake Beach, N. J., on the Jersey coast 
between Asbury Park and Atlantic City. 
Sept. 7-9. The 1926 convention was held 
early this year in Florida. At that con- 
vention it was decided to hold the con- 
ventions in the future either in the sum- 
mer or early fall, beginning in 1927. The 
Aces Club year began Aug. 1. 
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her cargo and consignees. 


cargo of Inheritance Tax policies. 
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HE skipper of the ‘‘AEtna Life” has faithfully 
recorded in the log each month, particulars of 


Many have benefited —children, young men and 
women, married couples, business men, etc. 
month the cargo will be forwarded to people who 
have reached the retiring age— men and women who 
wish to be assured of a financially secure old age 
through 4Etna Annuities and Life Income policies. 


In addition, many estates will be saved by the 


This 











L 





























ZETNA LIFE INSURANCE COMPANY 


CONNECTICUT 
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LIBERTY LIFE’S CONVENTION 
Program for the Annual Meeting of the 
Agents of the Company Is 
Announced 





The Liberty Life of Chicago an- 
nounces the program for its annual 
agency meeting to be held at the head 
office Aug. 25-27, The events scheduled 
are as follows: 

Wednesday, Aug. 25, 10 a. m, 

Convention Called to Order, E. H. 
Carry, Director of Agencies. 

Invocation, Rev. J. C. Austin, Pastor 
Pilgrim Baptist Church, Chicago. 

Welcome to the City, Jesse Binga, 
President Binga State Bank, Chicago. 

Welcome Home, Dr. M. O. Bousfield, 
President of Liberty Life. 

Welcome on Behalf of Business Enter- 
prises of Chicago, Earl B. Dickerson, 
General Counsel, Liberty Life. 

Welcome on Behalf of Stockholders, W. 
Louis Davis, Manager Bond Department. 

Response to Welcome Addresses—C. H. 
amees, Acting Supervisor of Baltimore, 


A Five Years’ Survey of Liberty Life, 
W. Ellis Stewart, Secretary. 

Address, Rev. R. L. Bradby, Pastor Sec- 
ond Baptist Church, Detroit, Mich.; Sec- 
ond Vice-President Liberty Life. 


Wednesday, 2 p. m. 


The Concentration of Efforts a Vital |! 





Element of Success, Absolam Lake, De- 
troit, Mich. 

What Constitutes Life Insurance Serv- 
ice for the Small Buyer, J. S. Ballard, 
Chicago. 

My Experience as a Supervisor, F. A. 
Adams, Supervisor, E. St. Louis District. 

General discussion: “Some of My Great- 
est Handicaps.” 

From (a) Home Office (if any). 

(b) The Local Field. 

(c) Competitors. 

(d) Myself. 

Led by J. W. S. Reed, Detroit, Mich. 

Obligations of a Life Insurance Sales- 
man, W. Conkling Howard, Chicago. 

How I Serve My Policyholders, P. E. 
Harris, St. Louis, Mo. 

Questions and Discussion on Service to 
Policyholders. 

6 p. m., $100,000 Club Luncheon. 

Thursday, 10 a. m. 

Supervisor J. C. Diggs, Wayne County 
District, Presiding. 

Invocation, Rev. M. C. Wright, Pastor 


‘Gaines A. M. E. Church, Chicago. 


A Determination to Succeed, President 
W. H. Lee, President Your Cab Co., Chi- 
cago. 

Why I Selected Life Insurance as My 
Life’s Work, Allen C. Bean, New York 


"University, New York. 


How I Sell the Non-Medical Contract, 
Mrs. Beulah Cyrus, St. Louis, Mo. 

Discussion, The Value of a Quota. Led 
by W. J. Fields, Detroit, Mich. 

Report from Conservation Department, 
Charles L. Lewis, Manager Conservation 
Department. 





The Salesman and the Conservation of 
Business, Theo. Anderson, Cairo, Ill. 

Questions and Discussions Regarding 
Lapsations, 

Thursday, 2 p. m. 

Supervisor Elmore Williams, 
City, Mo., Presiding. 

Potential Value of Life Underwriting, 
Arthur B. Moore, Chicago. 

Creative Salesmanship, Luther F. Simp- 
kins, Educational Director. 

The Close, Supervisor H. L. Thompson, 
Chicago. 

How the Part Time Salesman May Suc- 
ceed, Robert S. Smith, Chicago. 

Carrying Life Insurance to the People 
by a Woman, Miss A. M. Wilkins, Chi- 
cago. 

The Value of a Definite Program, Sup- 
ervisor W. R. Wilks, Washington, D. C. 

Discussion: The Part an Underwriter 
Should Play in Local Civic Activities. 
Led by J. F. Commodore, St. Louis, Mo. 

Short Memorial Exercise, Dr. R. L. 
Bradby, Detroit, Mich. 


Friday, 10 a. m,. 


Supervisor E. L. Snyder, St. Louis, Mo., 
District, Presiding. 

Invocation, Rev. Charles Wesley Bur- 
ton, Pastor Lincoln Memorial Congrega- 
tional Church, Chicago. 

Your Heart in the Sale, Wm. Kenner, 
Michigan State Manager Bond Dept., De- 
troit, Mich. 

A Review of the Rate Book, Irven 
Armstrong, Chicago. 

Meeting Competition, Supervisor A. L. 
Garvin, Louisville, Ky. 


Kansas 





in his life work. 





almost mathematical certitude. 


INTANGIBLES 


q When choosing a profession, the customary practice is to review 
the possibilities of financial gain, the opportunities for personal 
promotion, and the stability of the occupation under consideration. 
These items are fixed and tangible; they can be determined with 
They are constantly before the 
public eye, and the “Man in the Street” uses them to locate himself 


Q put it is the intangibles—those abstract qualities perpetually 
hidden from the five senses—that spell peace of mind, spiritual 
gratification, pride of attainment. It is the ideals—the underlying 
principles of an institution—that bring contentment and prosperity, 
loyalty, and abiding trust into the heart of the member. 


G] some institutions have minds, some have power, some have 
wealth—a few have souls. 


AMERICAN CENTRAL LIFE INSURANCE COMPANY 


OLD LINE LEGAL RESERVE 


INDIANAPOLIS 


ESTABLISHED 1899 








Causes and Cures for Delays. From: 
The Medical Department, Mrs. A. B. Ham. 
ilton, Secretary to the Medical Directo, 
Inspection Department, W. E. Watts 
Manager Inspection Department. ; 

Control the Interview, Supervisor J, p 
Snowden, Lexington, Ky. : 

Address, “The Task That Is Before Us” 
E. H. Carry, Director of Agencies. : 


Friday, 2 p. m. 


Round Table: 

General Rules and Regulations. 

The Question Box. 

Handling of Funds. 

Complaints (if any). 

Program of Operation for 
Year. 

Individual Quotas, 

District Quotas. 


Friday, 7 p. m. 


Annual Banquet. 
Awarding of Prizes by President. 


Big Producer Finds 
Largest Cases Closed 
During the Summer 


V. CLEARY of Chicago, star 
¢ producer for the Reliance Life in 
the city and president of the company’s 


Ensuing 








$500,000 Club, has a penchant for sum- 
mer soliciting. Mr. Cleary finds that 
many of his biggest cases have been 
completed during the summer season. 
While he does not attempt to approach 
people on intensely hot days, he sees 
no reason why life insurance men 
should slow down during the summer 
period with the thought in mind that 
people are not in a mood to be ap- 
proached for life insurance. 
Season Cuts No Figure 


Mr. Cleary declares that season has 
nothing to do with the mood in which 
a man finds himself. If the salesman 
can point out where life insurance will 
meet specific needs and be of lasting 
benefit to a prospect it does not matter 
whether the suggestion is made in win- 
ter, summer or any other time. Mr. 
Cleary says that a man’s decision to 
purchase life insurance is frequently in- 
fluenced by the status of his business 
affairs or investments. He may be 
down in the dumps, may be doubtful 
as to the future, may have met with 
hard luck. During such time no argu- 
ment to purchase life insurance will 
have much effect. 


Tries to Get at Facts 


Let some good luck come to him, 
however, and let prosperity attend him 
and he will listen very attentively. Mr. 
Cleary attempts to find just what the 
condition is in the business world as 
it affects his prospect. He wants to 
ascertain how his prospects are sit- 
uated financially. For instance, if he 
knows a man has a number of shares 
of General Motors stock and there is 
a rapid advance in that security, if he 
finds that a man is a holder of con- 
siderable United States Steel and there 
is an upward turn in the market on 
that, he hits him at the time when he 
is in a favorable mood. Mr. Cleary 
says that he may find himself personally 
out of tune for buying certain things 
one week and yet the next week he 
may be very favorable. 


Situation at Time of Approach 


The point that Mr. Cleary makes that 
it is up to the insurance salesman to 
diagnose a man’s needs and to ascer- 
tain just how he is fixed at the time 
the approach is made. That is very 
essential to successful life insurance 
production work. 

He thinks it is unfortunate that life 
insurance get in mind the difficulties of 
summer solicitation. While a number 
of big men are away on vacations or 
they pav more attention to recreation 
during the summer, yet there are al- 
ways enough at hand to make it in- 
teresting for the enterprising salesman. 
Summer, he declares, may be the very 
time when the approach should be 
made. 


No matter how depressed you feel, look 
cheerful. 
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THE ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Strong and Progressive 
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Paid to Policyholders— 
Over— $21,000,000.00 


Insurance in force as of 
Dec. 31, 1925, 
$148,281,904.00 
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A. C. Tucker, President 


D. C. Costello, Secretary Wm. Koch, Vice Pres. 




















YOURS 


A COMPLETE SELLING 
PLAN, FREE FROM RODUD- 
TINE AND PRODUCTIVE 
IN ITS OPERATION, 


rHIS IS AN ADDED IN- 
DUCEMENT TO EVERY 
WORTHY MAN WISHING 
TO INCREASE HIS _IN- 
COME THROUGH A MORE 
FRIENDLY AND HELPFUL 
CONNECTION. 


You should investigate this plan if you are inter- 


ested in a General Agency contract with a 2% 


Mutual Company. 


ALL COMMUNICATIONS CONFIDENTIAL 


REGISTER LIFE 


INSURANCE COMPANY 


Incorporated 1889 


DAVENPORT 


LOWA 




















Does Your 

Novelty Advertising 
Reflect the character of your 
Agency? 


When you give Wallets— give Wallets 
you can be proud of—Kaufmann Wallets 


111 W. Jackson Blvd. 


AUFMANN’S Systeman Security 
Holder is an honest to goodness 
ood will builder. It typifies to your 
clients the brand of service you render 
—your appreciation of their patronage 
—and often it helps deliver those extra 
policies. 
It is the best leather container on the 
market designed to provide a place for 
insurance policies, bonds, and other 
valuable papers, 


A standard size at $2.25 and a large 
size at $3.15. Get the quantity rates 
now. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 


Telephone Wabash 3933 


= —————————ES———————SS SSS SE 


Chicago, II. 
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SOUTHLAND LIFE INSURANCE~ fia 


Sy wu 


COMPANY. 


HOME OFFICE. ... DALLAS, TEXAS 


HARRY L. SEAY, President 
Over $100,000,000 Insurance In Force 


Remunerative and pleasant agency connections available in Texas, 
Indiana, Tennessee and Minnesota are open to the right men. 


For information 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 











10 


THE NATIONAL UNDERWRITER 





August 13, 1995 





—. 











and Texas. 


Kansas 
Oklahoma 
| ‘Texas 


The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Kansas, Oklahoma 
For the Live, Wide-Awake Producer 
there is an opportunity to get in on the GROUND 
FLOOR and secure a REAL GENERAL AGENCY 
contract in these states. 


Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 


FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 


“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 


Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If interested write either of the following 
or the Company: 


E. H. LAW 
State Manager for Kansas 
229 South Hydraulic St. 
WICHITA, KANSAS 


J. 9. COE 


FORD AND FORD 
State Managers for Texas 
3551 University Blvd. 
DALLAS, TEXAS 


State Manager for Oklahoma 


(Temporary Address) 
1400 Topeka Blvd. 


TOPEKA, KANSAS 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 














REMARKABLE CHANGES 
IN LIFE EXPECTANCY 


(CONTINUED FROM PAGE 1) 

ple live to reach those ages. Diabetes 
takes 15 times as many lives as in the 
days of our grandfathers. It is a diseasc 
of the rich. Rare among manual work- 
ers, it is common among well-to-do mer- 
chant city groups in which many are 
given to the vice of eating far more 
than required to keep themselves going. 
It is the direct antithesis of tuberculosis 
which shows low rates among the well- 
to-do city groups and high rates among 
laborers, developing especially in chil- 
dren who are under-nourished. The 
moral would seem to be that which the 
doctors have repeated time and time 
again—cherish a reasonable plumpness 
before 30 but avoid it afterwards. Heart 
diseases are also increasing. Some are 
curable under the care of specialists and 
many others can be greatly helped by 
a proper regime of work and play. More 
dreaded even than heart diseases is can- 
cer which begins to appear in the death 
records in the twenties but does not be- 
come of marked importance till the for- 
ties. Its ravages are worst in the early 
sixties. Unless early diagnosis and an 
immediate operation in operable cases 
can be called one, there is no proved 
cure for cancer but several promising 
scientific leads have been opened up in 
recent years. Pneumonia strikes both 
old and young. While leading doctors 
have stated that if an influenza epi- 
demic occurred again we should know 
little more about its treatment than we 
ever did, nevertheless progress is being 
made in laboratories all‘over the world 
and careful scientists believe they will 
sooner or later conquer the respiratory 
diseases as they have others. 


Varied Activity Seen 


The public health movement is also 
doing much to prevent the high and 
unnecessary death rate among women 
who die in childbirth. It is startling 
to learn that this country’s records in 
this phase of the problem are below 
those of most European countries and 
Japan. A concerted attack is also be- 
ing made upon the most prevalent and 
expensive of all diseases—the common 
cold, which so often throws down the 
body’s defences against the most fatal 
diseases. And an effort is also being 
made to straighten out the mental and 
emotional quirks and twists that take 
all delight and pleasure out of life and 
all efficiency out of work. Not the least 
important work of the movement is the 
careful investigation being made into the 
precise effects of fatigue, all kinds of 
food, sunlight and other environmental 
factors of human life. 


Great Economic Saving 


Much excellent work has been done 
by all sorts of public and private agen- 
cies and institutions like the great in- 
surance companies but much more re- 
mains to be done. According to figures 
recently given by Dr. Samuel J. Crum- 
bine, executive director of the American 
Child Health Congress, there were 60,- 
000 preventable deaths in the registra- 
tion area of 1923. If a human life on 
the average is calculated to be worth 
$6,000, the total loss was almost $385,- 
000,000. In the same year the fire losses 
totalled $160,000,000, and to prevent that 
loss, cities with a population of more 
than 30,000 spent in that year almost 
$115,000,000 or $2.43 per capita. But 
for the protection of life and health 
these same cities spent only $0.45 per 
capita or about 15 percent of what they 
spent for the protection of property. 

In spite of the great gains that have 
been and will no doubt continue to be 
made in saving and lengthening the av- 
erage life, there is no immediate pros- 
pect of producing a race of Methuselahs. 
In the aged group the gain in life ex- 
pectancy is almost negligible. The only 
recipe man has devised to make life safe 
in middle and old age is a regular yearly 
health examination by a qualified phys- 
ician to check up on the weak spots and 
reinforce them, when possible, so that 








no one part will give way and wreck the 
whole machine prematurely. 


DUFFIN RESIGNS AS 
INTER-SOUTHERN HEAD 


(CONTINUED FROM PAGE 1) 


American Life, Nashville. Caldwell & 
Co., have four companies with com. 
bined insurance of over $1,000,000,009 
in force and assets of $90,000,000. 

Prior to Caldwell & Co. securing con- 
trol of the company, Mr. Duffin went 
through a terrific fight, in which various 
interests apparently were seeking to 
oust him and secure control of the 
company, and made a fight which 
startled both friends and enemies, and 
in which he showed tremendous execu- 
tive ability. 

Company Doing Well 


Mr. Arnett states the company is 
now coming along in fine shape, having 
added approximately $4,000,000 of new 
business in June and as much more jn 
July, representing the best months in 
its history except for one exception, 
when a December ran larger. 

Mr. Arnett stated that lapses are 
not large, and the company is now 
working hard on a plan for securing 
re-instatement and conversion of all 
business on the books, and _ business 
which lapsed over the past year and a 
half. 

Closes Contract With “Public Ledger” 


Mr. Arnett reported that the company 
had closed a travel policy contract with 
the Philadelphia “Public Ledger,” the 
second larger circulation paper in the 
country, to use the travel policy method 
of increasing circulation, having ar- 
ranged to offer Inter-Southern Life 
travel policies. These policies cost $1, 
and are coming in at the rate of 500 


a day. It will add about $200,000 to 
premiums. There are several similar 
contracts which have recently been 


closed with newspapers. 

It is also stated that the company 
has been busy modernizing its policy 
contracts, to offer a better service to its 
agents and the public. A new ordinary 
life policy has been adopted, which car- 
ries a very low rate. The company is 
now on a good sound basis, and mak- 
ing a drive which is getting results. 
It now has approximately $107,000,000 
of business in effect. 


LOESCH AND MEN ARE DINED 





Hart & Eubank Pay Honor to New 
Organization Theat Has Just 
Joined Their Office 





NEW YORK, Aug. 12.—Gerald A. 
Eubank of the Hart & Eubank agency 
of the Aetna Life presided as _toast- 
master at a luncheon given here in 
honor of the Loesch Associates who 
are composed of George Loesch and 
all members of the staff that were con- 
nected with him in his former capacity 
as general agent of the Manhattan Life 
for greater New York. After an official 
welcome Mr. Eubank explained the fa- 
cilities and the mechanism of his agency 
to more than 20 members of the new 
association which recently joined and 
will henceforth operate as a_ separate 
unit within the Hart & Eubank organ- 
ization. In order to get off to a flying 
start the associates set themselves an 
objective of $300,000 of paid for business 
in the next four weeks. 

Richard Place of the home office rep- 
resented Vice-President K. A. Luther of 
the Aetna Life and spoke on the salary 
budget of which he is a strong advocate. 


Provident Mutual Meeting 


The Provident Mutual Life’s Quarter 
Million Club, which is its agency or- 
ganization, will hold its annual meet- 
ing at the Edgewater Beach hotel, Chi- 
cago, Sept. 7-9. Plans are now being 
made for rounding out the program. 
The general agents’ association will 
meet at the same place Sept. 10-11. 
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WE WANT REAL MEN 


If you want to succeed in the business of 
Life Underwriting and you feel that friendly 
cooperation from a Home Office will contribute 
to that success, we have a proposition that will 
interest you. If you realize that to be successful 
you must be earnest, honest, energetic and count 
success not from the standpoint of dollars and 
cents only, but must include as a part of that 
success the ability to serve efficiently, then you 
will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company™ 


FRANKFORT INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 


Business Builders 


No permanently profitable agency can be 
built where lapsés are abnormally heavy. Mid- 
land Mutual agents are prosperous. Check the 
following records and you will understand why: 


Low lapse ratio. 
Very favorable mortality. 
No contested death claims. 
Large dividends to policyholders. 
Complete line of policy contracts. 
High interest earning on high grade assets. 


If interested in building a business for your- 
self on a permanently profitable basis write today. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 














You'll Like 
Our Service! 





AGENTS 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 











TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS | 


No Division of Commissions 

















WILLIAM M. HOUZE BROKERS 
S. W.cor, Michignn Ave. and Jockson Biv We offer you the 
Telephones Harrison 1434-0402 fullest cooperation. 


Chicago, Illinois 
General Agent of 


We sincerely be- 
lieve we can serve 
you to advantage. 




















Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 
home office. 





HOME OFFICE 
F. &@ M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Po 
President Vice- 
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Value of Weekly Production 


Tue value of weekly production cannot 
be overstated. Not only is it used suc- 
cessfully by a great number of leading 
agents, but in very many cases it is 
directly responsible for their more than 
average success. 

A systematic effort to produce at least 
one application a week brings a realiza- 
tion of the value of every minute of 
every working day. By setting up an 
immediate goal it discourages fatal pro- 
crastination. It allows no dangerous 
periods of easing up, which, when in- 
dulged in, are only too apt to stretch 
out from a day or two to weeks and 
sometimes months. 

As every hiker knows, it is much 
easier to keep going if one resists the 
temptation to sit down and rest. Like 
all machines the human machine is hard 
to get started from a dead stop, but 
when once under way, its momentum 
carries it along faster and faster with 
very little effort. Machines are never 
more expensive and wasteful, as any 


Simple Plan for Donations 


InsuRANCE for bequest and contribution 
purposes should have some definite 
place in the solicitation program of every 
modern life insurance salesman, 

One large university recently inaugu- 
rated a campaign to raise an endowment 
fund of $15,000,000 during the next 15 
years. Many of its alumni have taken 
out 15 year endowment policies with 
the university named as irrevocable bene~ 
ficiary. 

By this method these men have been 
able to contribute substantially to a 
cause which they could have supported 
only in a small way if their contribu- 
tions had been in cash. A payment of 
$200 or $300 in cash would perhaps 
have interfered with other financial 
plans, but the payment of about $70 per 
$1,000 endowment policy, or less than 
$20 per quarter at age 45, is a com- 
paratively light obligation for any suc- 
cessful man. The insurance plan thus 


Salesman’s Characteristics 


G. W. Rosnett sees more in the sales- 
man than one who persuades and influ- 
ences the mind to buy something. The 
salesman must be a painter and be able 
to present interesting and persuasive 
word pictures. Mr. Robnett comments 
still further: 

“He is an artist because he paints in- 


teresting and persuasive word pictures; 
he is a sculptor because he molds men- 


factory owner will testify, than when 
they are idle and collecting dirt and 
rust and piling up overhead expense 
without producing anything. For that 
reason manufacturers prefer to operate 
their plants at a loss rather than close 
them down even temporarily. How 
many life insurance salesmen virtually 
shut up shop for days and sometimes 
weeks after completing a few important 
cases! 

A weekly production system also uni- 
fies an agent’s work, for such a system 
requires much thought and intelligent 
planning. He must look ahead. This 
week he must know what prospects he 
can most likely close next week. He 
must determine which prospects he will 
call on next week so that he may close 
them the week after. 

There is no reason why an agent 
using such a system should not produce 
more than others, for he avoids all the 
dull periods that have such a disastrous 
effect upon morale. 


tends to increase greatly the number of 
donors to endowment funds. 

From the standpoint of the university 
the insurance plan has great and obvi- 
ous advantages. The policy has a con- 
stantly increasing cash value even if the 
subscriber should cease payments after 
a time. And in event of his premature 
death, the university receives the whole 
amount the subscriber contemplated 
giving instead of merely the amount he 
had actually paid in. Again, the univer- 
sity is not bothered with the necessity 
of sending out periodic notices of pay- 
ments due, as the insurance company 
takes care of that task. 

When payable, the policy is paid in 
cash, without charges, and for that rea- 
son is better than a general bequest by 
will, There is the further consideration 
that contributions made by life insur- 
ance are less apt to be withdrawn for 
temporary reasons and never restored. 


tal attitudes into receptive status; he is 
a skilled craftsman because he employs 
the principles of business in erecting the 
structure of his argument; he is a dip- 
lomat because he is a master of tact 
and diplomacy; he is an executive be- 
cause he uses good common sense and 
definitely, yet tactfully dominates the 
interview; he is a gentleman because he 
is courteous and thoughtful, proving 
himself well bred and leaving the cus- 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Basil S. Walsh, Jr., ageed 25, son of 
Basil S. Walsh, president of the Home 
Life of Philadelphia, died in a Phila- 
delphia hospital this week from injuries 
received during a cruise. He had been 
rushed from a hospital in Wildwood, 
N. J._A sudden lurch of the craft threw 

Walsh’s left leg against the fly- 
wheel and it was nearly torn from his 
body. 

John L. Robinson, assistant secretary 
of the Gem City Life of Dayton, O., has 
been admitted to practice law in Ohio 
having passed the bar examination. He 
expects to continue his position with 
the Gem City Life, having been with the 
company over 12 years. 

The Stock Exchange branch of the 
New York Life in Chicago under the 
direction of O. H. Menold, agency di- 
rector, is admirably conducted and is 
one of the strongholds of the company. 
Mr. Menold celebrated his 35th anni- 
versary with the company a few days 
ago. His staff tendered him a luncheon. 
There were a number of guests outside 
his own organization, including Robert 
E. Whitney, inspector of agencies. Mr. 
Menold was given a fine set of silver 
by the agents and office force. The Stock 
Exchange branch shows an increase of 
68 percent of examined business the first 
seven months and 42 percent of paid 
business. Of this amount $800,000 came 
from new agents. 


A broken left arm mh going to deter 
A. C. (“Tex”) Bayless of Houston, pro- 
duction ace of the Southland Life, "from 
entering a contest with Dallas to win a 
free trip to the 1926 world series games. 
Mr. Bayless was in Amarillo when he 
heard of the contest between the Dallas 
and Houston branches of the Southland 
Life. He made a rush for his auto and 
fell, breaking his wrist. Now he is at 
home, however, and in the contest with 
one arm in a sling. 


Charles H. Parsons, superintendent of 
agencies for the Northwestern Mutual 
Life, Milwaukee, has left on his vacation 
and will be gone about a month. He 
joined his family in Boston and from 
there they will motor through New 
England and other parts of the east. 


C. C. Day, general agent at Okla- 
homa City for the Pacific Mutual Life, 
has returned from a 7,000 mile drive 
through Colorado, Chicago and_ the 
northeastern part of the United States. 
He was accompanied by Mrs. Day and 
famfjly. 


Mr. and Mrs. George E. Lackey of 
Oklahoma City left Thursday for a 
month’s vacation in the Ozarks. Mr. 
Lackey is a national trustee of the Na- 
tional Association of Life Underwriters, 
and Oklahoma general agent for the 
Massachusetts Mutual Life. 


Dr. Ross Houston, medical director 
for the Bankers Life of Iowa here, 
with the assistance of members of the 
Des Moines Medical Association, is ar- 
ranging a series of health talks and 
addresses on preventive medicine, to be 
delivered over Bankers Life radio sta- 
tion WHO, the series to start in Sep- 
tember. 


William F. Perrin, of Philadelphia, 
one of the leading underwriters of the 
Mutual Life of New York, died there 
recently, following an operation. He 
qualified in company’s Quarter-Million 
Club as a big underwriter. He had 
traveled from coast to coast selling life 
insurance and was recognized as a 
leader. In one year he wrote $1,340,000 
of new business. 


Frederick L. Wright, general agent 


for the Old Line Life in northern Cali- 





tomer friendly and well pleased.” 


Healdsburg, Cal., where he was taken 
suffering from a bullet wound in the 
foot. Mr. Wright had been deer hunt. 
ing the opening day of the season when 
struck by a strav bullet fired by an up. 
known hunter. He is said to be serj- 
ously injured; will lose three toes and 
be confined to the hospital for several 
weeks, according to his office in San 
Francisco. 


Harry D. Rovin of the St. Louis, Mo, 
branch office of the Missouri State Life, 
celebrated his 40th birthday Aug. 5, 
Twenty years ago he landed at Ellis 
Island in New York, a poor Jewish emi- 
grant but with a world of hope and 
confidence. Thirteen years ago he took 
up the selling of life insurance and has 
been a mem > Fi of the Missouri State 
Life’s Quarter Million Club each year 
since it was started. 


T. M. Searles, who has been ap- 
pointed general agent of the Aetna Life 
at Newark, N. J., comes from a distin- 
guished life insurance family. His 
father, Thomas M. Searles, is general 
agent for the Aetna Life in Mississippi 
and western Tennessee. Mr. Searles, 
Jr., was born in Mississippi. He gradu- 
ated from the Mississippi A. & M. Col- 
lege in electrical engineering and later 
from the United States Naval Aca- 
demy. He spent 14 months in Mexico. 
He took a post graduate course at the 
Naval Academy and received an ap- 
pointment to the construction corps of 
the navy. He took a special course in 
marine engineering and naval architec- 
ture at the Massachusetts Institute of 
Technology where he received his mas- 
ter’s degree. He attended the graduate 
school of business administration at 
Harvard. He resigned from the navy 
in May, 1920, just prior to his appoint- 
ment as commander, being in charge of 
building about $100,000,000 of subma- 
rines and destroyers. He became affili- 
ated with his father’s agency and later 
was sent to Buffalo, N. Y., as one of the 
Aetna Life general : agents there. 


Paul D. Gurnee, for 21 years assistant 
actuary of the Wisconsin insurance de- 
partment, died at his home Friday after 
a lingering illness. Mr. Gurnee was 55 
years of age. He graduated from the 
law department of Wisconsin Univer- 
sity in 1891. He was active as an actu- 
ary in the department until four months 
ago when ill health compelled him to re- 
linquish his work. His actuarial work 
brought him in contact with the man- 
agement of companies in all parts of 
the country and he was recognized as 
one of the most popular and most effi- 
cient examiners of the department. 


Thomas S. McMurray, Jr., insurance 
commissioner of Indiana, is making a 
western trip, combining his vacation 
with business, as he will visit Yellow- 
stone Park and also go to San Francisco 
to talk over with Charles R. Detrick, 
insurance superintendent of California, 
plans for the annual meeting of the Na- 
tional Convention of Insurance Com- 
missioners, which will be held in Los 
Angeles in November. 


A memorial to Judge A. D. Long, 
member of the board of the National 
Fidelity Life, who recently died, was 
adopted at the last meeting of the board. 
The service of Judge Long in connec- 
tion with the company was cited and the 
officers and directors stated that they 
keenly felt the loss of this friend and 
advisor. 


Robert Brown, manager and treasurer 
American Life of Denver, died there 
Aug. 6 after a long illness. He assisted 
in organizing the company 14 years ago 
and has always been its leading spirit. 
Mr. Brown was 57 years old, a native of 
New York state. He had been in the life 
insurance business for 35 years long with 
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Colorado agency prior to the organiza- 
tion of the American Life. He was one 
of the most popular men in Denver, re- 
cently heading the Shrine as potentate. 
President Burger of the American Life 
is Mr. Brown’s brother-in-law and he 
announces that Mr. Brown’s death will 
not change the destiny of the company. 


Charles G. Taylor, Jr., assistant man- 
ager and actuary of the Association of 
Life Presidents, is spending a pleasant 
yacation with his family at Blue Ridge, 
N. C. On his way back to headquarters 
he plans to stop over for a few days in 
Richmond, Va., to renew acquaintances. 
He was located there for many years as 
vice-president and actuary of the Atlan- 
tic Life before accepting his present 
post. 


C. M. Holbert, formerly of La Moure, 
N. D., and now of Long Beach, Cal., 
where he is manager of the North 
American Life for southern California, 
has been appointed governor for the 
southern district of California Exchange 
Clubs. 








LIFE AGENCY CHANGES 














NAMES NEW GENERAL AGENT 





State Mutual Life Has Appointed Earl 
R. Sykes to Head Its Cincin- 
nati Office 





The State Mutual Life has selected 
Earl R. Sykes as its new general agent 
for the important post at Cincinnati, left 
vacant by the resignation of Ralph Hol- 
terhoff, who had held the office since 
1910. Mr. Sykes has had 15 years’ ex- 
perience in the life business. He first 
became connected with it at Marion, O., 
where he represented the Equitable of 
Iowa. He left to join the army and 
served with distinction as first lieutenant 
in the A. E. F. After the war he took 
up his work with his old company at 
Dayton, O. In 1922 he joined the forces 
of the Equitable Life of New York and 
shortly thereafter became supervisor of 
agents, in which position he has been 
outstandingly successful. He is well 
known as a worker in church, fraternal 
and civic enterprises. 





APPOINTMENTS ANNOUNCED 





Minnesota Mutual Life Names Several 
New General Agents in Various 
Parts of the Field 





The Minnesota Mutual Life has an- 
nounced several appointments in_ its 
agency department. Charles F. DeFor- 
est has been named general agent 
at Charleston, S. C. Mr. DeFor- 
est has had an extensive experience as a 
civil engineer and salesman since gradu- 
ating from Yale in 1912 and for two 
years has been special agent for the 
Equitable Life of New York. H. C. 
Flint has been appointed general agent 
at Paducah, Ky., associated with Roy 
Woodall, formerly with the C. A. Wood- 
all agency of Paducah. Joseph G. De- 
Vault has been named general agent at 
Emory, Va. Mr. DeVault has had an 
extensive experience, being with the 
Pilot Life in recent years. 

Howard R. Charman has been ap- 
pointed general agent at Indianapolis. 
Mr. Charman has been in life insurance 
work for nine years. His territory will 
include Indianapolis and central Indi- 
ana. George H. Langbein has been 
named general agent at Akron, O. Mar- 
vin A. Jacobs is another Ohio appointee, 
kaving been made general agent at New 
W ashington, Mr. Jacobs has had five 
years insurance experience. 

_ Francis A, Chapman has been placed 
in charge of the general agency at Den- 
ver, Colo. Mr. Chapman has been re- 
ceiver for national banks under the di- 
rection of the comptroller of currency 

ut prior to that work was for a quarter 
of a century in the life insurance busi- 




















Buying Out Of A Barrel 


Not so long ago the grocer sold most of his 
merchandise out of barrels. He knew little 
about the standard of his goods and practi- 
cally nothing about the companies that 
made them. 


Times have changed for the grocer. He 
sells trade-marked packages now. He has 
definite reasons for believing in certain firms 
and their products. 


The Life Insurance agent once peddled polli- 
cies. He talked against all other companies 
on general principles. He had no real 
reason for offering the particular policy he 
recommended. 


The counsellor has come into the field of 
life insurance selling. He knows why his 
company will deliver the goods according 
to specifications and dispatch. 


Because the Lincoln National Life trains 
its agents to act as counsellors and backs 
them up with prompt Home Office service, 
they are sure that it pays to 








(ink UP (wire rue () LINCOLN) 








The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 
More Than $425,000,000 In Force 
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You may believe there is nothing 











The GEM CITY LIFE 


new under the sun, but after con- 
sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
I ganized in 1911. For over 
15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience — big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is.an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 





General Agency Openings in 
West Virgima, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 





INSURANCE COMPANY 
Dayton - - Ohio 





| I. A. MORRISETT, Vice-President 








We have openings in Ane TS bua 8D. om = ay bt ge Md., Mich, 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 








Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standerd and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 























OUR NINETY-FIRST BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 

The granting of this Charter had a vast significance, for it 


introduced a New Idea, which cleared the and for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 








ness in a managerial capacity. T. A. 
Nicholas and William A. Nicholas have 
taken the general agency at Gillette, 
Wyo., under the firm name of the Com- 
monwealth Company. Thomas Nicho- 
las has been practicing law in Gillette 
for a number of vears, while his brother 
has been in the life insurance business 
with the Equitable Life of New York. 
Fred O. Dorris has been appointed gen- 
eral agent at San Diego, Cal. Mr. Dor- 
ris has had a wide business experience, 
both in life insurance and other lines. 


NAME TWO NEW MANAGERS 





Missouri State Life Puts Frank J. Roan 
in Charge at Columbus and J. T. 
*  DuMoe at Cincinnati 





The Missouri State Life has an- 
nounced the appointment of new man- 
agers for two important branch offices. 
Frank J. Roan of Pittsburgh, Pa., a na- 
tive-of Columbus, O., has been made 
manager at Columbus to succeed James 
A. Maddox, who resigned recently to 
go with the American Insurance Union. 

Born in Columbus, Mr. Roan received 
his early education in the public schools 
of that city. After completing four 
years of study at Notre Dame he grad- 
vated from law school of the University 


FRANK J. ROAN 
New Columbus, 0.. Manager 


of Virginia and was admitted to the bar 
in Columbus in 1911. Later he decided 
that his proper vocation was insurance 
and for 13 years he has been with the 
Travelers, three years at Columbus and 
ten years in Pittsburgh. 

The other appointment is that of 
Joseph T. Du Moe as manager of the 
Cincinnati branch office. Mr. Du Moe 
joined the Missouri State Sept. 1, 1924, 
as an agency special for the San Antonio 
office. Previously he had been with the 
Travelers, having had an excellent rec- 
ord with that company. His work as 
agency special was such as to bring the 
promotion he now receives. 

He is 31 years of age and a native of 
Minnesota. He graduated from the 
grade and high schools of Duluth, 
Minn., and later studied law at Syracuse 
University. He served as an officer in 
the aviation corps during the war. Fol- 
lowing the armistice he entered Lafay- 
ette University and completed his law 
course. In his college days he won 
wide prominence as an athlete and in 
1919 was named 6n Walter Camp’s All- 
American football team. In 1920 and 
1921 he was football coach at Fordham 
University. 





Youngberg-Carlson Co. 


The Youngberg-Carlson Company of 
Chicago, well known local agency in the 
Insurance Exchange, has established a 
life insurance department, taking a gen- 
eral agency of the Midland Mutual Life. 
Thomas C. Smith, who has been agency 
director in the Houze general agency of 
the John Hancock Mutual in Chicago, 

















——., 
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the life department. Mr. Smith was 
formerly connected with the Northwest- 
ern Mutual in Chicago before going to 
the John Hancock. 


HUFFMAN MOVES TO ALBANY 
Grand Rapids Manager Named to Suc. 
ceed Late Pancoast Kidder in 
New York Territory 





NEW YORK, Aug. 11—To succeed 
Pancoast Kidder, who died recently, the 
Mutual Life of New York has trans- 
ferred Manager John F. Huffman of 
Grand Rapids, Mich., to managership of 
the company’s office at Albany. Mr, 
Huffman took up his new duties on 
Aug. 1 in his territory which comprises 
21 counties in New York state. Join- 
ing the company’s Pittsburgh agency in 
1908, Mr. Huffman was appointed man- 
ager at Grand Rapids in 1923. His new 
appointment is in line with the Mutual 
Life’s policy of promoting and giving 
larger opportunities to those agents who 
win a marked success for themselves in 
the field. No successor to Mr. Huff- 
man has yet been named for the Grand 
Rapids agency. 


W. A. Milder 


W. A. Milder, manager for the Peo- 
ples Life of Illinois for the central Illi- 
nois district, has moved his headquar- 
ters from Springfield to Chicago. He 
has made no change in the district he 
will cover, but will work out of the 
Chicago office in the future. 





Harry C. Johnson 


Harry C. Johnson has been appointed 
manager of the Houston, Tex., office 
of the Lincoln National Life, with of- 
fices in the Post-Dispatch building. Mr. 
Johnson has been supervisor for this 
company at the Dallas office for the 
past 15 months. He was previously 
engaged in the life business on the 
Pacific coast. 


Buford R. Stone 


Buford R. Stone of Reidsville, 

has been appointed manager of i 
ern agencies of the Occidental Life of 
Raleigh. He will make his headquar- 
ters at the head office. He has had a 
number of years’ experience. 








Kast Brothers 


The announcement is made by W. 

Savage, vice-president of the Great Re 
public Life, of *he appointment of Kast 
Erothers as general agents at Modesto, 
Cal. This is a copartnership composed 
of Clinton H. and Harry R. Kast, both 
of whom have been engaged in business 
at Modesto for some time. They have 
had experience of a successful character 
heretofore in the sale of life insurance. 





Great Republic’s Texas Appointments 


J. R. Railey, manager at Dallas, Tex., 
of the southwestern department of the 
Great Republic Life, has announced the 
appointment of Hedrick & Hedrick as 
general agents at Amarillo, Tex. The 
firm is compesed of S. L. and Julia M. 
Hedrick and formerly conducted a suc- 
cessful general agency for another com- 
pany at Sapulpa, Okla. 

Mr. Railey has also apointed John A. 
McCelvey as general agent at Lubbock, 
Tex., and has assigned him a number 
of counties for development. He is well 
known in that section of the state as a 
successful underwriter. 


E. V. Moore 


E. V. Moore, formerly chief examiner 
in the Ohio insurance department, has 
resigned to go with the North American 
Life of Chicago as general agent in Co- 
lumbus. He will work under H. O. 
Kramer, state manager for the company. 


B. C. Powers 








B. C. Powers has been appointed 
agency supervisor for the Gould & 





has been appointed superintendent of 


Sturges general agency of the Penn. 
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Mutual Life in Omaha. He was for- 
merly general agent in Omaha for the 
Security Mutual Life of Lincoln. 





Raymond L. Korndorfer 


Raymond L. Korndorfer is now gen- 
eral agent for the New England Mutual 
Life in New York for the Bronx and | 





Westchester county. 

Mr. Korndorfer is well known among | 
life underwriters, particularly for his 
record established a year ago, which | 
set a then new high mark of 560 com- | 
pleted and paid-for applications in one 
month. This record was made in April, | 
1925, a total volume of $2,000,000 being 
written in that campaign, the largest | 
case being $250,000. 





The E. J. Frechtling Insurance Agency 
at Hamilton, O., has become the repre- 


Life Agency Notes | 


| North Salem, Mo. 


sentative there for the Berkshire Life, 
the appointment coming through the 
Earls-Blain general agency of the Berk- 
shire in Cincinnati. 

Champ Conner, formerly vice-president 
of the Emerson Electric Company of 
St. Louis, has joined the St. Louis agency 
of the Equitable Life of New York as 
special agent. His appointment was an- 
nounced by W. Ashley 


Gray, district 


| Manager. 


Vice-President W. H. Savage of the 
Great Republic Life announces the ap- 


| pointment by A. L. Hart, agency super- 


visor at Kansas City, of Roy McCollum 
as general agent at New Boston, Mo., 
and D. V. Mardis as general agent at 
Both have had con- 
siderable life insurance experience. 
Roger A. Clark, son of Hubert A. Clark, 
who died recently, has been appointed 


| cashier in the general agency at Prince- 
| ton, Ill, pending the appointment of a 


successor to the older Mr. Clark, ac- 
cording to an announcement from the 


| home office of the Northwestern Mutual 


Life. 











| EASTERN STATES ACTIVITIES 











REPORT NEW YORK BUSINESS 





Superintendent Beha Sums Up Progress 
of Life Insurance in 1925 in 
His State 





NEW YORK, Aug. 12.—Superintend- 
ent Beha has just issued a preliminary 
report giving the results of the 1925 
operations of the life companies doing 
business in the state last year. These 
published figures more than bear out 
advance estimates of the large increase 
of business made over previous years. 

In 1925 one new New York company 
began business and two companies were 
admitted from other states. The 41 “old 
line” companies authorized to write busi- 
ness in the state last year had over 80 
percent of the total business in force in 
the United States and their combined 
assets at the beginning of 1926 passed 
the $10,000,000,000 mark, a gain of over 
$1,000,000,000. Over 80 percent of the 
total amount of these assets is invested 
in nearly equal shares of real estate 
mortgage loans and various stock and 
bond securities. The combined income 
of these companies for 1925 was $2,544,- 
573,728 and their disbursements $1,634,- 
081,290. Of the latter amount $1,118,- 
586,743 was paid to policyholders and 
their beneficiaries. Surplus and special 
funds, including $18,000,000 capital, ex- 
ceeded liabilities by $700,618,449, of 
which the New York state companies 
held $369,708,210. 

As compared with the previous year, | 
the companies reporting to New York 
in 1925 showed an increase in assets of 
$1,008,859,683, in liabilities of $942,114,- 
494, in income of $289,083,458 and in 
disbursements of $88,279,466. During 
the year, 523,791 ordinary policies were | 
issued for $1,742,385,043, 244 group poli- | 
cies for $260,460,461 and 1,983,919 indus- | 
trial policies for $577,892,663. The total 
premiums received in New York during 
1925 from these several classes of life 
insurance totaled $428,154,009 while the 
claims incurred amounted to $107,007,- 
268, 

On the first of the year these com- 
panies had 18,600,092 ordinary and 62,- 
225,339 industrial policies in force. The 
former represented $47,840,589,095 and 
the latter $11,052,989,109. If to these 
figures is added the $6,225,000,000 of 
Iraternal and assessment insurance car- 
ried by organizations authorized in the 
state, the total amount of life insurance | 
carried by all organizations reporting 
to New York at the beginning of the 
year reaches the staggering figures of 
more than $65,000,000,000. 


Robinson Leads Field 

W. R. Robinson, Philadelphia gen- 
eral agent of the Missouri State Life, 
led the entire field of his company’s 
agents in America in volume of new 
business for June. The Philadelphia 
agency ranked third among all agencies 
for the best business in the first six 
months of the current year. 














BUFFALO DIPLOMAS AWARDED 





Thirty-one Graduates of Lovelace School 
Qualify by Writing $100,000 or 
More—51 Get First Certificates 





BUFFALO, N. Y., 
Griffin M. Lovelace, director of the 
school of life insurance, held at the 
University of Buffalo, awarded diplomas 
to 31 graduates Friday evening. These 
graduates completed the scholastic 
course last year, and were made eligible 
to receive their diplomas through writ- 
ing $100,000 or more the past year. 

Fifty-one certificates of graduation 
were awarded those who completed the 
summer school course this year. They 


Aug. 12.—Dr. 


will engage in the actual selling of life | 
insurance and receive their full diplomas | 
at the end of the year, if they write the | 


required amount of insurance. 
Charles F. Pierce, president of the 
Buffalo Life Underwriters Association, 


and F, A. G. Merrill each spoke briefly | 


on the future of the life insurance busi- 
ness, and the vast possibilities for suc- 
cess now open to the graduates. The 
presentation of diplomas and certificates 
was made by Dr. Lovelace, who also 
gave a brief address. 

Dr. Lovelace left Buffalo this week 
to prepare for opening of his insurance 
class in New York University. He has 
directed Buffalo’s school of life insur- 
ance summer courses since its opening 
in 1924. The school .has become more 
popular each succeeding year and the 
Buffalo life underwriters, according to 
President Pierce, are very much pleased 
with results obtained. 

Members of this year’s faculty, besides 
Dr. Lovelace, were: 








Ralph G. Engels- | 


man, Frank M. See and Vincent Coffin. | 





Norman Goes to Florida 


_ John 
signed as general agent of the Connecti- 


E. Norman, who recently re- | 


cut Mutual Life at Huntington, W. Va.., | 


covering West Virginia and half of | 


Virginia, is now vice-president of the 
Coral Gables Sales Corporation at Mi- 
ami, Fla., a new corporation formed to 
handle the sales of the Coral Gables 
property. 


Sun Life Opens Columbus Office 


The Sun Life of Montreal has opened 
in Columbus, O., an office from which 
the company’s activities in central and 
southern Ohio will be directed. H. M. 
Moore will be in charge, with S. E. 


| Crofts, agency superintendent, and N. 


K. Kitchener, division secretary, assist- 
ing. Mr. Moore was for ten years vice- 
president and secretary of the Cleveland 
Life, which the Sun recently absorbed. 





Wind Up $5,000,000 Campaign 


The Ohio State Life has just closed 
a campaign in which it sold approxi- 
mately $5,000,000 of life insurance as a 
tribute to D. F. Shafer, manager of the 





Connecticut General News 
Hartford, Conn. 








If a Client of Yours 
Gets Hurt 


Will he thank you for a substantial 
weekly income from accident insur- 
ance ? 


Or will he thank somebody else? 


Or nobody at all—because nobody 
fully looked out for his needs? 


Accident contracts sell easily, serve 
well and bring additional business 
from satisfied benefit claimants. Write 
for our Accident Selling Kit. It will 
help you get your share of this satis- 
factory and profitable line. 


Connecticut General Life Insur- 
ance Company, Hartford, Conn. 





CHICAGO 


“The City of Progress Plus” 


HERE are more than three mil- 

lion prospects in this great city. 

Opportunity abounds at all 
times— 
But at this time particularly is there 
a real opportunity for an “honest-to- 
goodness” life insurance man — one 
who can fit in with the “I will” spirit 
of this “city of go,” to make a general 
agency connection with the only 
strictly mutual, legal reserve Com- 
pany, operating on the full level pre- 
mium basis and domiciled in the state 
of Illinois. 


Get all the facts— 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


Cart A. Pererson, Vice President 
A. E. Wiper, Director of Agencies 


The Chicago Temple - Chicago 
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N GF Allsteel Counter - height 


Files you get the remarkable 
double utility of permanent files and 
storage space plus handsome coun- 
ters, bronze trimmed and topped 
with a wear - proof and stain - proof 
battleship linoleum. 

Alisteel Counter-heights put your re- 
cords just where your office force 
needs them—where they may be in- 
stantly r . 

In strength, finish, capacity and life- 
time wear Al/steel Office Furniture 
excels. The Al/stee! mark of office 
equipment is your guarantee of per- 
manent satisfaction. 


Write for the GF Allsteel 
Furniture Catalog 


The General Fireproofing Co. 


Youngstown, Ohio 
Canadian Plant: Toronto, Ontario 
Dealers 
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Attach this coupon to your firm letterhead 
The General Fireproofing Co., N.U. 
Youngstown, Ohio 


Please send me without obligation a copy of 
The GF Allsteel Furniture talog. 


Mansfield, O., agency, the oldest mem- 
ber of the field force in point of service. 
The campaign was managed by George 
Hayden, Newark, O.; E. G. Siefert, 
Marion, O., and L. A. High, Columbus. 
Cleveland headed the list in the vol- 
ume of business and the following agen- 
cies exceeded their quotas: Cleveland, 
Lima, Columbus, Mansfield, Indianapo- 
lis, Charleston, W. Va., Springfield and 
Ohio detached. The Ohio State Life re- 
ports that Joseph C. Rogers of Colum- 
bus was the honor man in July sales. 


Indianapolis Agency’s Good Record 

The general agency of Hackleman & 
Shields, representing the Massachusetts 
Mutual at Indianapolis, wrote $1,179,217 
of new paid-for business in July, thereby 
making a new high record for a single 
month. Ward H. Hackleman says that 








the gain of the agency for the first seven 
months this year has been 50 percent 
over the same period last year. 





New Building Nearly Ready 


Howard M. Emmons, vice-president 
of the Mutual Life of Baltimore, an- 
nounces that the new home office build- 
ing will be ready for occupancy within 
the next six weeks. 

The new building was designed by 
Parker, Thomas & Rice, architects, and 
is located at Charles and Chase streets, 
opposite the Belvedere hotel. All out- 
side construction has been completed 
with the exception of some of the larger 
windows. The interior work is well un- 
der way and Mr. Emmons said that the 
officials of the company were well 
pleased with the progress. 
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INSURANCE DAY COMMITTEES 

Personnel of Those Which Will Have 

Charge of Big Celebration at 
Milwaukee, Oct. 17-18 





MILWAUKEE, Aug. 11.—The roster 
of the committees for Insurance Day 
to be sponsored by the Insurance Fed- 
eration of Wisconsin is now completed. 
-E. A. Piepenbrink, president of the 
Federation, is chairman of the general 
Insurance Day committee. George 
Haydon, manager of the Wisconsin 
»Compensation Rating & Inspection Bu- 
reau, Milwaukee, is chairman of enter- 
tainment and registration and will be 
assisted by Mrs. Myrtle B. West of 
West & Nevitt, Oshkosh, and Harvey J. 
Girard, special agent for the Royal. 

Emil Halkey of the Gaedke-Miller 

o., Milwaukee, presidefit of the Mil- 
waukee Surety Underwriters Associa- 
tion, is chairman of the publicity com- 
mittee; Judge John Karel, Milwaukee, 
president of the Wisconsin Fraternal 
Congress, and George A. Jacobs, Janes- 
ville, president of the Wisconsin Asso- 
ciation of Mutual Insurance Companies, 
will assist Mr. Halkey. 
* The other committees are: Finance, 
William M. Wolff, manager Fidelity & 
Deposit, Milwaukee, chairman; John A. 
Keelan, superintendent of agencies, 
Time Insurance Co., Milwaukee, and 
John A. Sullivan, vice-president Great 
"Northern Life. Speakers, Henry F. 
Tyrrell, legislative counsel, Northwest- 
ern Mutual Life, Milwaukee, chairman; 
H. B. Leedom, Leedom, Miller & Noyes 
Co., Milwaukee, president Casualty Un- 
derwriters Association of Wisconsin, 
and W. B. Calhoun, president of the 
Milwaukee Board of Fire Underwriters. 
The speakers committee has an- 
nounced that it is making efforts to se- 
cure some of the most prominent men 
in the insurance business in the United 
States to address the meetings Oct. 
17-18. 


New Kansas Claims Attorney 


Superintendent Baker has announced 
the resignation of Earl Farrish, claims 
attorney for the Kansas department, and 
the appointment of Richard Allen of 
Kansas City, Kan., as his successor. 
Allen is the son of George Allen, for- 
mer member of the legislature and gen- 
eral attorney for the Security Benefit 
Association of Topeka. He has also ap- 
peared as special attorney for other fra- 
ternals and for the American Fraternal 
Congress. Mr. Farrish has joined the 
Liberty Life as claims attorney. 


Equitable People Entertained 


LeRoy Anderson of Radcliffe, Ta., 
representing the Equitable Life of New 
York, entertained the new state man- 
ager, M. C. Nelson, and District Man- 
ager W. R. Flower, Jr., together with 
some of the agents and his office force 
at his home. This is Mr. Anderson’s 
18th month in the life insurance work. 














BUSINESS IN HOME STATE 





Record of Illinois Companies as to New 
Business and the Amount 
in Force 





The Illinois department has issued its 
preliminary statement showing the life 
figures of the state last year. The fol- 
lowing is the new business and business 
in force of the Illinois companies in 
Illinois: ' 


New Business 

Business in Force 

Amer. Bankers....$ 1,545,115 5,752,471 
Amer. Bnkrs., Ind. 2,464,379 2,346,300 
Builders Mutual... 335,500 - 348,000 
Central Life...... 3,978,210 30,903,829 
Chicago Natl...... 6,664,469 12,525,259 
Continental ...... 6,003,680 14,769,564 
Federal Life...... 1,172,315 9,096,272 
DE canceeces 8,114,749 44,981,920 
Illinois Life...... 16,046,557 90,724,255 
Internatl. L. & T.. 2,412,49 5,713,828 
Kaskaskia ....... 502,900 502,900 
Liberty Life...... 2,231,875 4,524,442 
Mut. Life of Ill... 3,571,187 16,652,486 
Mutual Trust Life 5,541,712 30,111,569 





Natl. Life, U. S. A. 5,205,851 34,425,297 


North American .. 5,007,930 10,315,451 
Northwest’n Union 645,629 1,059,395 
Old Colony........ ,898,295 11,090,368 
Peoples Life...... 4,231,079 10,485, 666 
Peoria Life....... ,820,784 48,758,780 
Providers Life.... 1,279,033 7,405,724 
Public Life ....... 74,000 4,332,457 
Rockford Life .... 3,870,773 12,972,380 
Springfield Life... 1,110,619 36,325,464 
Victory Life...... 1,215,058 1,433,731 


——— 


Baker Renominated in Kansas 


William R. Baker was renominated by 
the Republicans for superintendent of 
insurance in Kansas by upwards of 75,- 
000 majority over Arthur J. Ericsson of 
Americus. As the Democrats did not 
make any nomination for this position 
it means that Captain Baker will be 
superintendent of insurance for another 
two years, making a total of six years 
he has been at the head of the state 
insurance department. 

T. W. Dunstan of Syracuse is opposing 
Captain Baker as the Socialist candidate. 
The Socialists have not polled to exceed 
16,000 votes in the state for many years 
and the number has been decreasing 
with each election. 





Kansas Code About Ready 


The tentative draft of the Kansas in- 
surance code will be ready in two weeks, 
This was the announcement of Chairman 
Baker, of the commission, following the 
adjournment Friday. Mr. Baker and 
John Hamilton, attorney for the com- 
mission, are now drafting the final sec- 
tions of the code. 

The copies of the tentative draft will 
be mailed Aug. 21 to the representatives 
of the different groups of companies or 
company organizations. The commission 
has set Sept. 9 as the date for hearing 
any criticisms, suggestions or objections. 





Provident Life Convention 
More than 200 persons were in at- 


tendance at the annual agency meeting 


of the Minnesota, North and South Da- 
kota agents of the Provident Life of 
Bismarck, held at Fair Hills, near De- 


troit, Minn., last week. 


The business portion of the program 
included talks by home representatives 
as well as addresses by Dr. L. J. Sey- 








of the strong companies. 


is growing more 








Analyzing Success 


A cross section of the 66th Annual Statement which shows, by growth, 
safety and low net cost, why the Guardian ranks as one of the strongest 


NEW BUSINESS, about 50% gain........... $ 66,857,528.00 
INSURANCE IN FORCE, 16% gain.......... 290,912,305.00 
ADMITTED ASSETS. .ncccccccccccccccccess. SISGG77ISE 
ED fetes aid cn aang d600s ese 45,836,814.05 
SURPLUS AND DIVIDEND FUND, 

13% of Liabilities............ Kabusethtewend 6,029,957.87 
1926 DIVIDENDS SET ASIDE, 

Se PUY Ne dtndaddtnetekecten vovadese< 1,983,000.00 


The Guardian rapidly than most old line 
that offers unusual opportunities to men of the right calibre. For information, write 
T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 























GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD, President 








Attractive agency contracts direct with the ‘Home 


Office ; 


A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 
Complete Home Office co-operation. 








GREAT SOUTHERN 
LIFE INSURANCE COMPANY 
HOUSTON, TEXAS 








He has written $460,000 to date. 
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mour of the University of Minnesota; producers of the company. The program 


A. L. LaPorte of the Life Extension 
Institute, New York, .and star field 


included many entertainment and recrea- 
tion features. 











IN THE SOUTH AND SOUTHWEST 











OPTIMISTIC FOR THE SOUTH 





President Bissell of Hartford Fire and 
President Fiske of Metropolitan 
Life Comment 





R. M. Bissell, president of the Hart- 
ford Fire, among other prominent bus- 
ness men of the country, is quoted in 
the “Blue Book of Southern Progress” 
as holding a high opinion of the pos- 
sibilities of the south. 

In part Mr. Bissell said: “The writer 
for many years has been an enthusias- 


tic believer in the tremendous possibil- | 


ities of development existing in the 
southern states. The south possesses 
almost every resource necessary for the 
establishment and maintenance of a pros- 





perous, thickly populated community | 
engaged in varied occupations. It seems | 


to me that no other section of the coun- 
try offers greater possibilities for the 
investor or for the cultivation of almost 
any kind of business than do the south- 
ern states.” 

Haley Fiske, president of the Metro- 
politan Life, is likewise keenly appre- 
ciative of the great future that unques- 
tionably lies before the south, saying: 
“In my judgment the south has been 
laying a solid foundation for present and 
future prosperity vividly reflected in its 
cheap power, good roads and growing 
diversification of agriculture and indus- 
try. I now look for a rapid and healthy 
progress in the development of its vast 
resources with an expansion possible 
and probable, almost inestimable.” 





Commissioner Read Renominated 


Jesse G. Read, present incumbent, 
was renominated for insurance commis- 
sioner of Oklahoma last week. Mr. 
Read was appointed more than two 
years ago, to fill the vacancy made by 
the withdrawal of E. W. Hardin. 

General satisfaction is felt among in- 
surance men over the result of the 
primary. 


| 


Mr. Read has been very ac- | 


tive since taking office as commissioner | 
and has corrected many matters which | 


were annoying to insurance men and 
companies operating in the state. 

Regret was expressed by several in- 
surance men over the defeat of John 
Hamill, secretary of the state insurance 
board, who was running for secretary 
of state. 


Open Oklahoma City School 


The life underwriting school, spon- 
sored by the Oklahoma Association of 
Life Underwriters, opened Monday 
Merning at Oklahoma City. It has 
practically the same faculty this year 


as last year, including G. M. Lovelace 
of New York, Ralph Englesman of New 
York University and Vincent Coffin of 
Albany, N. Y. A satisfactory enroll- 
ment irom out of city life underwriters 
was reported. No figures had been com- 
pleted on the Oklahoma City men tak- 
ing advantage of the school, as they 
will not all be enrolled until later in the 
week. 

The school last year was one of the 
most successful he ever conducted, Mr. 
Lovelace said. General agents of Okla- 
homa are enthusiastic over the results 
obtained from students of last year. 


Southland Life’s Crop Report 


Cotton crop conditions in Texas are 
criticized as “critical but are yet far 
from alarming”, according to the 
monthly crop report issued by the 
Southland Life department of public re- 
lations. 

Cotton flea, army worm and boll wee- 
vil infestation has not been as serious 
as generally reported, the survey adds, 
while central Texas has been benefitted 
by the rains which have hit the extreme 
northern and southern sections hard. 
Crops other than cotton are stated to 
be in excellent shape, with an over- 
supply of tomatoes which can not be 
absorbed because of the lack of suffi- 
cient canning plants. 

Money is said to be tight, but show- 
ing signs of loosening on the slightest 
encouragement, which is expected to be 
furnished by the August crops. 








Tulsa Office Doubles Its Business 


In July, 1925, the Tulsa, Okla., branch 
of the Missouri State Life produced 
$221,500 in written business. Its record 
for this July was $568,620. In June this 
branch produced $426,500 against $204,- 
000 in June, 1925, while in May the pro- 
duction was $217,000 against $176,000 
the previous May. Thus for the quarter 
year the production totaled $1,212,120 
against $601,500 the same period in 
1925, a gain of 101.5 percent. 





Seek Cover for City Employes 
T. S. Walmsley, New Orleans city 


| commissioner of finance, is attempting to 





secure group insurance for the city em- 
ployes in New Orleans, covering them 
for both disability and death benefits. 
Mr. Walmsley has requested a number 
of group writing companies to submit 
propositions to the city and will take 
the matter up with Mayor O’Keefe and 
members of the commission council. 
The plan would give all city employes, 
without cost to themselves, life insurance 
equal to one year’s salary. 








| 





| PACIFIC COAST AND MOUNTAIN FIELD 











RAPS DELAY ON REJECTIONS 
Utah Commissioner Says Companies 
Must Notify Applicant Promptly 
If Policy Is Denied 





SALT LAKE CITY, UTAH, Aug. 
11—Commissioner McQuarrie has just 
handed down an important ruling deal- 
ing with the notification of applicamts 
tor life or accident and health insurance 
im cases where a policy is denied. The 
commissioner stated that at the end of 
30 days the insurance company should, 
it still considering the application, in- 
form the applicant of the fact that his 
case 1s still under consideration. It was 
held that the company did not have the 
right to use the clause stating that if 
the policy had not been issued after 60 
days the applicant should communicate 








with the company. Commissioner Mc- 
Quarrie, a life man by profession, said 
cases had been reported to him in which 
applicants have been stricken with ill- 
ness or died before the application was 
finally disposed of, and misunderstand- 
ings had arisen. He said also in his rul- 
ing that in some cases agents had not 
returned the preliminary deposit to re- 
jected applicants. He hinted that where 
carelessness is proven, claims for dam- 
ages might be successfully filed. 


Warning to Twisters 


Another ruling had to do with the 
alleged practice of some agents persuad- 
ing the insured to drop his policy in 
one company and insure with another. 
The commissioner said that insurance 
salesmanship was rapidly approaching a 
professional status and it was only oc- 
casionally that its ethics were violated, 
but such violations, few as they were, 











Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
during these months of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 
Exposition of 1876, 


The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphea, Pa. 


Orgenised 1847 

















If If 
Territory does make a difference You are a producer 
If If 


Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 


S. M, CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 























INCORPORATED (87! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1,000.00 to $100,000.00 
with premiums payable amr bp semi-annually or quarterly 
a 





























INDUSTRIAL Policies up to $1,000.00 
week 
« 
itr 
in . < 191. 
a5 ae i 
Total to Polleyholders since Organization... ......++.+++++ $ 39,176,8T1.91 
JOHN G. WALKER, F 
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Life Insurance in Force 
December 31st, 1925 
(Ordinary and Industrial) 


$302,277,296.00 


Surplus Security to Policyholders 
$3,745,630.90 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. . 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., 


Shearn Moody, 
President 


W. J. Shaw, 
Vice-President 


Secretary 























™ GLOBE wsvrance company 
of CHICAGO, ILL. 


Assets - - - - - = = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 


Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders and 
representatives 





It Is the Last Word in 
SERVICE 











T. F. Barry, Founder Pose Barry Dietz, President 
The GLOBE weekly news mailed to you every week by 
request without charge 

Home 


431 S. Dearborn Street Phone Harrison 1998 














Whatever you have to say to Insurance men, you can do it more 
effectively through the advertising columns of The National. Underwriter. 
One inch one column Want Ads are $5.00 an insertion. Other rates on 
application. 


National Underwriter, Chicago 


must cease. After warning the “twister” 
that he is liable to incur heavy penalties 
if he persists in his practice of stealing 
business, the ruling set forth the follow- 
ing as an interpretation of the law and 
as a guide to insurance salesmen: 

“If any argument is framed, or any 
explanation made by the agent of one 
insurance company by which the policy- 
holder of other company is induced to 
cancel or lapse a policy which he is 
carrying which has accrued or increasing 
values, in order to take a life insurance 
contract with another company, this de- 
partment will hold that such agent has 
violated that part of the insurance code 
designated by the title ‘Misrepresenta- 
tion,’ a part of which is quoted in this 
ruling.” 





Great Republic Declares Dividend 


The Great Republic Life recently de- 
clared its regular semi-annual dividend 
on annual basis of 6 per cent. The com- 
pany is steadily extending its agency 
organization and it is at present par- 
ticularly active in California, Texas, 
Missouri, Kansas and Oklahoma. It is 
expected, according to Vice President 
W. H. Savage, that the monthly ,pro- 
duction of new business will be in- 
creased within the next six months from 
$1,500,000 to $2,000,000. 





Western States Shows Gain 


The Western States Life reports a 17 
percent gain for the first 12 months un- 
der the administration of Marshal C. 
Harris, who completed his first year as 


— 
—= 


Admitted assets gained 18 percent and 
the gross reserve showed a gain of 2 
percent. 





New Company Organized 


The Northwestern Life & Accident 
of Seattle, organized by T. C. Brownlee, 
president of the Northwestern Mutual 
Accident, has received its license and js 
commencing the active writing of life 
insurance. There are 61 agents of the 
Northwestern Mutual Accident and they 
will write life insurance for the new 
company. 





West Coast Life Promotions 

George F. Limback, with the West 
Coast Life of San Francisco for more 
than 20 years, has been promoted to 
agency secretary from assistant secre- 
tary, assisting Vice-President Gordon 
Thomson. 

J. P. Robinson, who has been assist- 
ant superintendent of agencies, has been 
transferred to Texas to manage a new 
branch office being established follow- 
ing the resignation of the Hornberger- 
Beckman Company as general agents. 
The Texas headquarters will be located 
in San Antonio. 





Portland Life Man Dies 


No successor has been appointed to 
date to fill the vacancy at the head of 
the life department of Phil Grossmayer 
& Co., Portland, Ore., caused by the 
death of James Loop. Funeral services 
were held last Saturday for Mr. Loop, 





chief executive of the company July 31. 


who had a wide range of friends in 


Portland. 











IN THE ACCIDENT AND HEALTH FIELD 











TO REQUIRE WAITING PERIOD 


Connecticut General Life Announces 
New Policy as to Its Health 
Insurance Practice 


The Connecticut General will no 
longer write health paying indemnity 
beginning with the first day of disability, 
after Aug. 31. The sick policy which 
the Connecticut General will write car- 
ries a 14 days’ exclusion period and re- 
quires house confinement. In accord 
with the announcement, “Disability 
Policy Form CFH” and “Health Polli- 
cies SH and HB” are withdrawn from 
sale as of Sept. 1. 

The company also announces that it 
will no longer write any policies for a 
premium of less than $10. The com- 











pany is withdrawing from the market 











Orson C. Norton, President 


The Toledo Travelers Life Insurance Co. 


its travel accident policy, which sold for 
$5 annual premium, and has announced 
that it will write its automobile accident 
policy for a minimum annual premium 
of $10. The $10 form will carry $5,000 
principal sum and $25 weekly indemnity 
instead of $1,500 principal sum with $25 
weekly indemnity which was the indem- 
nity promised for $5 a year. Where 
policies are written for a fraction of a 
year, the premium must be a minimum 
of $10. 





TO DISCUSS VITAL TOPICS 
Important Questions Scheduled for 
Round Table Sessions of Health & 
Accident Conference Meeting 





Topics of vital interest to all accident 
and health company executives have 
been selected for the four round table 
sessions which will feature the annual 
meeting of the Health & Accident Un- 
derwriters Conference at Gloucester, 
Mass., Sept. 9-11. 

The one which is expected to attract 
the greatest amount of interest is, 
“What is the limit to the amount of 


C. O. Miniger, President of The Electric Auto-Light Company, one of Ohio’s 
most capable business men, is Chairman of our Executive Committee. 


TOLEDO’S STRONGEST BUSINESS MEN ARE ON OUR BOARD OF DIRECTORS 



































——— 


George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents rtunity for liberal contracts covering definite territory with 
Home registry and with power of appointment of sub-agents. 
. The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 





monthly indemnities that can be written 
safely?” Questions which are expected 
to be brought up and discussed in that 
connection are: “Is there a limit, pro- 
vided it does not exceed 80 percent oi 
the policyholder’s income?” “When in- 
creasing the amount of monthly indem- 
nity, should the premium be increased 
proportionately—or disproportionately?” 
“Which is the most satisfactory busi- 
ness, the $100 a month policies or those 
for $200 or higher?” “If the larger in- 
demnity policies do not have a favorable 
loss experience, will an elimination pe- 
riod help?” 

Other topics are: “What place in the 
accident and health business does the 
hospital expense policy have? Surgical 
benefits? Nurses’ service and similar 
expense?” 

“What effect does workmen’s compen- 
sation have in the settlement of claims?” 
There will also be a discussion of life 
indemnity, a topic which has been con- 
sidered heretofore, but in connection 
with which some new angles have arisen 
recently. 

















Stewart M. Lamont, fourth vice- 
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sident of the Metropolitan Life and 
head of its accident and health depart- 
ment, has been added to the list of 
speakers for the Conference meeting, his 
topic being “Educating the Agent.” 


Special Pull to Bost 


Joint arrangements are being made 
under the auspices of the Health & Ac- 
cident Conference and the International 
Claim Association for several special 
Pullmans from Chicago to Boston. The 
arrangements for these special cars are 
in charge of W. E. Brimstin, secretary 
of the Federal Life, Chicago. They will 
leave Chicago at 10 a. m. Saturday 
morning, Sept. 4, picking up at Detroit 
Saturday afternoon a number of dele- 
gates attending the American Life Con- 
vention, ending that day, who have 
planned to attend either the Claim As- 
sociation or the Conference meeting. 
They will go via Buffalo and Albany, 
reaching Boston about noon, Sept. 5. 
The Boston & Maine runs suburban 
trains out of that city every hour, taking 
about 30 minutes to reach Swampscott 
and one hour to reach Gloucester. 


pre 





Claim Association Speakers 


William A. Dennis, supervisor - of 
claims for the Prudential, has been an- 
nounced as One of the principal speak- 
ers for the annual meeting of the Inter- 
national Claim Association, which will 
be held at Swampscott, Mass., Sept. 6-8. 

Other speakers to whom invitations 
have been extended, but from whom 
definite acceptances have not as yet been 
received, include C. O. Pauley, secretary 
of the Great Northern Life, Chicago; 
Dr. J. R. Neal, secretary and medical 
director of the Mutual Life of Illinois, 
Springfield, Ill, and Charles N. Orr, 
St. Paul attorney. 

J. H. Torrance, vice-president of the 





Business Men’s Assurance of Kansas | 


City, is chairman of the program com- 
mittee. 


Fraudulent Claims Reduced 
BALTIMORE, Aug. 10.—That the ef- 
forts of Commissioner Benson to prevent 
fraudulent sick and accident claims have 


been successful, is shown in the annual 
report of Arthur M. Siegk, actuary of the 
Maryland department. 

Mr. Siegk attaches to his report a 
table showing debits and claims paid 
the last six months of 1924 and 1925, 
with the percentage the claims bear to 
the debits. This table is arranged by 
weeks. 

“An inspection of this table,” says Mr. 
Siegk, “shows that as a result of the 
movement against fraudulent claims and 
the publicity incident thereto, there has 
been a very material reduction in the 
amount of claims paid by companies 
writing this class of insurance.” 

The decrease in 1925 totals $49,203. 
The percentage of claims to debit for 
that period is 23.07, as compared to 29.24. 


Federal’s New Hospital Policy 


The Federal Life is issuing a new sur- 
gical, hospital and nurses’ expense re- 
imbursement policy. It will be issued to 
men and women, with age limits from 
10 to 65. The annual premium for $25 
weekly indemnity, with a limit of $500 
for any one year, is $12.50; for $50 
weekly with limit of $1,000, $25; for $75 
weekly indemnity and $1,500 limit, 
$37.50. In addition to the regular hos- 
pital expense, surgical operation fees are 
provided for according to a_ specific 
schedule contained in the policy. 








Equitable’s Statement 


The July 1 statement of the Equitable 
Life & Casualty of Chicago shows assets 
$203,876, capital $136,275; premiums $94,- 
520 the first six months; losses $29,266. 
The company writes health and accident 





insurance. 





New Conference Members 


The United Commercial Travelers and 
| the Globe Casualty, both having head 
| offices at Columbus, O., have been elected 
|} to membership in the Health & Accident 
Underwriters Conference. 





Progressive in Wisconsin 


The Progressive Assurance of Minne- 


apolis, writing a general line of health | 


and accident policies, has been admitted 
to Wisconsin. This company is under 
the management of C. F. E. Peterson, 
| president, and H. W. Maginnis, vice- 
| president and general manager. 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 

















PRODUCTIVE PERIOD POLICY 





Union Central Life Announces New 
Contract Which It States Is 
to Meet a Need 





Announcement of a new contract to 
be called the “Productive Period Pro- 
tection Policy” is made by the Union 
Central Life. The company has found 
a need among its clients for some form 
of permanent protection which will pro- 
vide, up to age 65, adequate coverage for 
men with dependents at a lower cost 
than ordinary life. The new contract, 
it believes, fills this need. 

The “Productive Period Protection 
Policy” provides double protection for 
the insured up to age 65. In other 
words, a policy will provide insurance 
of $10,000 for that amount up to the age 
65, and remain in effect for $5,000 dur- 
ing the rest of the life of the insured. 
The premium remains the same through- 
out life. 

Protection During Earning Period 


“Until now,” says a Union Central 
bulletin, “the rate for insurance cover- 
ing an entire life time has in many cases 
made it impossible for the head of the 
family to carry that amount of protection 
which his loved ones should have. The 
new contract now makes it possible for 
a man with a moderate income more 
completely to protect his family during 
his earning period. 

‘In event of death before age 65 the 


father should leave funds large enough 
(1) to educate his children, (2) provide 
an income for the entire family. In 


have become self-supporting. The father 
need leave only enough to provide an 
income for his wife. Therefore the new 
policy fits the need of many American 
homes to the pocketbook of the head 
of the family, by doubling the amount 
of protection before age 65 and issuing 
it at a lower rate than can be quoted on 
any other plan.” 

The policy will be issued only at ages 


event of death after 65 the children will | 


| 
| 
| 


Concord 


ee _ 


Your Prospect’s F uture 


is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 


business. Sell this contract: 
Any natural death. .......6..ecee. $5,000 
Any accidental death ........ «+++ 1000 
Certain accidental deaths........ 15000 


Accident Benefits $50 per WEEK. 
(Non-cancellable) 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, Eugene E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 








UNITED LIFE 
AND ACCIDENT INSURANCE COMPANY 
New Hampshire 


| Inquire! 














DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth ¢ st ; wever slow. 
mever ways forward te ccmttidnen” he neds of the times, . 


The Mutual Life Insurance Com 
America’s Oldest Legal Reserve Life Peat New York 


The record and progress of The Mutual Life have been distincti notable 
changes qe Coeagmnente now mark its history in meeting he KK] of in- 
sod wuscess a quickening growth are evolved from almost a century of experience 

contracts completely revised in 1925. N cont: 
ghresed a every-day language “easy to read,” enay t0 a ae “roy pt tree They 
contain all the SS povpane justified by experience and all the new warranted science 
ge of experience. Improved Disability and Double Indemulty Benchen™ 


isions. 

uction (allotment) Plan of insurance now writ Company 
"s Insurance now written on standard forms, 30 to . , 
An increased Dividend scale in 1926—the sixth . 

The Company ‘writze ell stendaed ferae of ia eaene Agency OGices. 

& 4 
Age lita a e inlaaive. rd forms of insurance. Same terms to men and women. 
mpany conservative for entire safety, but forward-looki rward-moving 

accord wit the new spirit and new demand of the times ae ene & ” 


Those who contemplate taking up field work are invited to apply te 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 








34 Nassau Street - . New York City, New York 
—— 








D. W. CARTER, Secretary 








STEPHEN IRELAND, Superintend 





STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 


The Company has recently introduced an exceptionally complete and practical 
EDUCATIONAL COURSE 


for the use of its Agents and those who contemplate entering the life insurance business. 


B. H. WRIGHT, President 
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There's a Place for You—— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 


tive agency contract, write now 
to M. F. Branch, Manager of 


Agencies. 





CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 




















THE OLD LINE 


CEDAR RAPIDS LIFE 


INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies 
Good Opportunities in 


Liberal Contracts 


lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 


15 to 45, both inclusive, for insurance in 
event of death before 65 of not less than 
$5,000. Double indemnity benefits to 
age 65 and the usual disability benefits 
may be attached to the policy. The 
policy is participating, and the usual 
dividend options are offered. Dividend 
additions, being calculated on the regular 
straight-life basis, remain the same for 
life, and are not reduced if death occurs 
after age 65. 

The amount of extended insurance (if 
there is no indebtedness) is the face 
amount payable at death if before age 
65, and one-half of that amount if death 
occurs after 65. 

After the policy has been in force five 
years it may be changed to an ordinary 
life, limited payment life or endowment 
policy on the payment of the difference 
in cash values. No medical examination 
will be required if the change is made 
before the insured attains age 60, unless 
the changed policy is on the continuous 
installment plan or disability benefits are 
desired. 

Rates for New Policy 


_ Following are illustrations of the rates 
for the new policy: 


Age rem. Ag m 
Beaésbevesas $151.40 ar $205.20 
Bee 6eecesss 165.40 Gv ccvcssees 234.00 
BOocsseveces 182.80 GB. cccccccce 271.60 


NEW RATE SCHEDULE ISSUED 


George Washington Life Gives Pre- 
miums on New Income En- 
dowment Policies 


_ The annual premium rates on the new 
income endowment policies recently an- 
nounced by the George Washington 
Life, with the maturity age, and the 
amount paid in the event of death be- 
fore that age shown at the top are given 
as follows: 


End. End. End. End. End. End. 
at 50 os ae at60 at65 at70 at75 


$ 
Age 1,880 1,700 1,520 1,340 1,150 1,000 
17... 45.57 35.75 28.62 23.34 18.87 15.72 


30... 82.31 59.04 44.26 34.24 26.78 21.91 
3 87.25 61.97 46.10 35.47 27.66 22.59 
32 92.78 65.16 48.09 36.80 28.60 23.31 
33 99.08 68.65 50.22 38.22 29.59 24.07 
34 106.28 72.47 52.53 39.73 30.64 24.88 
35 114.55 76.67 55.04 41.37 31.76 25.74 
36 124.04 81.24 57.78 43.12 32.97 26.65 
37 135.00 86.38 60.75 45.01 34.25 27.61 
38 147.67 92.21 64.02 47.05 35.63 28.63 
40 179.16 106.49 71.52 51.63 38.66 30.87 
41 «++. 115.24 75.80 54.23 40.35 32.11 
42 124.34 80.57 57.04 42.17 33.43 
43 137.02 86.02 60.13 44.14 34.83 
44 150.52 92.20 63.50 46.25 36.33 
45 166.04 99.27 67.20 48.54 37.95 
46 107.37 71.23 51.04 39.70 
47 116.72 75.75 53.75 41.58 
48 127.45 80.83 56.71 43.61 
49 139.84 86.62 59.93 45.79 
50 154.08 93.20 63.45 48.13 
51 100.70 67.26 50.66 
52 109.30 71.51 53.40 
53 119.18 76.26 56.37 
54 130.50 81.62 59.59 
55 143.47 87.69 63.09 
56 94.56 66.89 
57 102.41 71.08 
58 111.37 75.75 
59 121.60 80.97 
60 133.26 86.83 
61 «++ 93.43 
62 100.89 
63 109.34 
64 118.92 
65 . 129.77 


Public Savings 
The Public Savings of Indianapolis an- 
nounces a new juvenile ordinary life 
policy to be known as the junior monthly 
income policy. It is issued at ages 1 to 
14, nearest birthday, in amounts of 
$500 to $5,000, with part benefits prior 
to age 8. The purpose is to guarantee 
a monthly income for the education of 
the child regardless of what happens to 
the parent and to provide a fund equal 
to the face of the policy at the death of 
the child or at maturity of the policy. 
Under a $5,000 policy, if the father dies 
all future premiums to the age of 18 
are waived, an income of $100 a month 

















is paid the mother until the child is 18 


and then $5,000 is payable in cash. The 
same provision is effective if the father 
becomes totally disabled. If the chijgq 
dies before age 18, $5,000 is paid the 
parent in addition to any previous Pay- 
ment of income due to prior death or 
disability of the father. The new coy. 
erage is nonparticipating and is issueg 
at the recently announced reduced rates 
which became effective last week. 





Union Central Life 


Effective Aug. 1, the Union Centra] 
Life put into operation a new disability 
clause which embodies more libera! 
benefits to the insured. At the same 
time a new schedule of disability rates 
was put into effect, somewhat higher 
than the old premiums. 

Announcing the new clause, President 
John D. Sage said: “The new clause 
will provide that if disability has existed 
continuously for not less than three 
months, even though it is not necessar- 
ily permanent, benefits will commence 
to be paid at the end of that period. 
Where it is obvious that the disability 
has been total and permanent from the 
outset, the benefits will be paid from the 
inception of the disability. It is be- 
lieved that this clause will be much 
more satisfactory than the one in use 
heretofore, and will eliminate the dis- 
appointments that were unavoidable in 
the old clause. This will necessarily 
require a material increase in the rates, 
which in any case had been found to be 
inadequate even for the limited benefits 
to which they applied. 

“The new rates and clause will be used 
in any case in which disability benefits 
are added to old policies, and any policy- 
holder who has had the old clause pro- 
viding strictly for total and permanent 
disability only, may change to the new 
clause on payment of the difference in 
reserve, and the new premium for the 
original age from the date of change.” 





Connecticut General 


The Connecticut General Life has 
announced a liberalization of its rules 
in connection with the medical examina- 
tion for surplus business. In the future, 
the company will accept photostatic 
copies of the medical examinations made 
for other companies, in the case of sur- 
plus business. Heretofore the company 
has required a separate examination in 
such cases, unless the doctor examining 
for the other company was also one of 
its own regularly authorized examiners. 
It is expected that the new rule will 
eliminate much unnecessary duplication 
of effort. 


Harvester Life 


A series of child’s endowment policies, 
created in order to establish a fund for 
the child in either 10, 15 or 20 years has 
been announced by the Harvester Life 
of Dallas, Tex. The rates are the same 
at all ages on each form. The policies 
will be written on children of from one 
day to 14 years of age. Unless the 
waiver or premium is desired, no medi- 
cal examination is necessary when the 
policy is not larger than $2,500. The 
rate at all ages for a child’s 20-year 
endowment is $39.86 per $1,000, on the 
15-year endowment it is $55.98 and on 
the ten-year endowment it is $89.47. - 
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NEWS OF THE PRUDENTIAL 


New District Has Been Created and 
Has Been Put in Charge of 
R. W. Heithoff 


Assistant Superintendent Herman 
Schwartz, of Philadelphia No. 9 of the 
Prudential, is leading assistant in Divi- 
sion “D” in personal ordinary writings. 
A new district known as New York 
No. 16 i® opened in the Bronx. Robert 
W. Heithoff, formerly an assistant sup- 
erintendent in the New York No. 10 dis- 
trict, has been promoted to the superin- 
tendency. Mr. Heithoff is well known 
in his territory as he has been located 
north of the Harlem River more than 
seven years. He started with the com- 
pany as an agent in New York No. 12, 
in 1915, and was transferred to New 
York No. 8 in 1917. His stay ‘here was 
short, as in September, 1917, he resigned 
on account of war service. On his re- 
turn to the company in March, 1919, he 





took an agency in New York No. 10. 
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In September, 1921, he was promoted to 
be an assistant superintendent in the 
same district. 

Due to the growth of the company’s 
pusiness at Jackson, Mich., detached from 
the Lansing district, the need arose for 
an additional assistant. Agent Julian 8. 
Smith, with a few weeks less than one 
year’s service, was promoted to fill the 
position. 

Joseph T. Kimberly, formerly assistant 
superintendent of the Prudential at 
Warren, O., has been made superin- 
tendent of the Zanesville, O., district. He 
took an agency at Youngstown, O., Nov. 
5, 1923, and on Jan. 21, 1924, was made 
assistant superintendent. When the 
Warren, O., district was opened Dec. 1, 
1924, he was transferred to it. 

Herbert G. Boyd has taken charge of 
a new district, Los Angeles No. 6. He 
started at Toledo, O., July 9, 1909, and 
in October of that year was transferred 
to Los Angeles No. 2. He was made as- 
sistant there in March, 1921. 

Logansport, Ind., for several years has 
been a detached assistancy of the La- 
fayette district. It is now a superin- 
tendency with David A. Christopher, for 
many years superintendent at Ft. Wayne, 
Ind., in charge. Superintendent Walter 
C. Scott, for several years at Louisville, 
will take charge at Ft. Wayne. Assist- 
ant Superintendent Charles E. Rowlett 
was transferred from New Orleans to 
Louisville No. 1. 

Freeman L. Hering, who has taken 
charge of the superintendency of the 
Mount Vernon, N. Y., district, started 
with the Prudential at Sussex, N. J., May 
3, 1906. He had to leave the service on 
account of health, but returned in 1914, 
and since then has been agent and as- 
sistant in Poughkeepsie, Beacon and 
Yonkers. On May 29, 1922, he became 
assistant at Yonkers. 


ANNOUNCE SEVERAL CHANGES 


John Hancock Mutual Life Opens 
New Branch in Kentucky—Many 
Promotions and Transfers 


The John Hancock Mutual Life is 
opening another weekly premium agency 
in Kentucky, to be known as the New- 
port-Covington agency. Roy E. Single- 
ton, who has had a long experience in 
the St. Louis agency, has been appointed 
superintendent of the new district which 
will be opened next week. 

The company announces that the lat- 
ter part of the month a change will be 
made in the management of the Phila- 
delphia agency, Superintendent George 
H. Lokes relinquishing the active direc- 
tion of the agency. John O. Johnson, 
for many years assistant superintendent 
in Brooklyn, N. Y., will become superin- 
tendent and Mr. Lokes will become 
deputy superintendent. The company 
has announced a number of other pro- 





motions and changes in the field, as fol- 
lows: 

Promoted from agents to assistant 
superintendents in the districts of their 
service: Thomas C. Fox, Yonkers; 
Clemence B. Rose, Binghamton; Domi- 
nick V. Germino, Brooklyn IV; William 
J. Plante, Webster; Albert R. Martin, 
Long Island City; Walter T. Dahlquist, 
Aurora, Ill.; William A. Brown, St. Louis 
I; George H. Whitley, Jr., Boston; Mark 
Hopkins, Erie, Pa.; James D. Evans, 
Peoria, Ill.; Roscoe C. Higgins, Jamaica; 
William R. Dickinson, Lawrence; Charles 
W. Adams, Flint, Mich.; Andrew A. 
Dixon, Boston; Charles F. Ziniti, Boston; 
John J. Gallagher, Chicago I. 

Promoted and Transferred: Agenor 
Gauvin, from agent at Pawtucket, to an 
assistancy at Webster, Mass. 

Assistant transferred: Joseph W. Ram- 
sey, from Flint to Saginaw, Mich. 

Other changes: John C. Martin, from 
agency inspector to an assistant super- 
intendent at Boston; Nyman Weinberg, 
from agent to an assistant superin- 
tendent unattached at Boston; Earl F. 
Fischer, from cashier at Allentown to 
cashier at Detroit II; Wesley B. Adams, 
from assistant cashier at Philadelphia 
IV to cashier at Allentown, Pa.; Leo F. 
J. Dieda, from clerk at New York IV to 
cashier at Yonkers, N. Y. 


Held for Filing False Claims 


Charged with falsely reporting that 
his 6-year old daughter, Adell, had died 
in order to collect $185 insurance on 
her life, William Dallas, a barber, was 
arrested in St. Louis on complaint of 
William G. Kaltenbach, superintendent 
of agencies for the Western & Southern 
Life. 

Mr. Kaltenbach claims that Dallas 
submitted a death certificate signed by 
a doctor on April 4, setting forth that 
the girl had died several days before 
that date of scarlet fever. Following 
the filing of this claim the company 
paid him on two policies, one for $125 
issued in October, 1925, and the other for 
$60 written in January, 1926. 

Dallas, who was booked on a charge of 
embezzlement, is said to have admitted 
that his daughter was still alive, but 
contended that at the time he filed the 
claim he thought she was dead. 


Public Savings Changes 


Recent changes in the field by the 
Public Savings are: 

Superintendent W. B. Woodmansee, 
Toledo West, is transferred to New- 
ark, O. 

Agent J. V. Barton, Akron, O., is pro- 
moted to superintendent at Toledo West. 

Agent L. A. Dabblet, Hamilton, O., is 
promoted to superintendent. 

Agent W. C. Arnold, Columbus, O., is 
promoted to superintendent, 

Agent J. J. Thorne, Royal Oak, Mich., 
is promoted to superintendent. 
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The LIBERTY LIFE 


Presents a New Sales 
Organization Plan 


where prospects are supplied 
to all their new Agents. 


We have also established a 
system whereby all Local 
Agents receive aid from 
their General Agent under 
the new plan. 


Our policies cover every 
modern feature of protec- 
tion. 


Our record of progress 
speaks for itself. 


Agency openings in each of 
the following states: Kan- 
sas, Missouri, Nebraska, 
Arkansas, Illinois, Califor- 
nia, Texas, Colorado and 
Wyoming. 





A Real Opportunity for Good Men 


The LIBERTY LIFE 
INSURANCE CO. 


LIBERTY LIFE BLDG. 
TOPEKA : KANSAS 





“LIBERTY LIFE AGENTS DRIVE SORROW FROM TOMORROW” 





ARRANGE FOR SALES SCHOOL 


Luncheon Held in Chicago to Launch 
Classes To Be Given by Dr. 
Rockwell 


At a special luncheon meeting of the 
educational committee of hte Chicago 
Life Underwriters Association and the 
Chicago’ managers this week it was 
definitely arranged to start the school 
of life insurance salesmanship to be 
held this winter in Chicago under the 
direction of C. J. Rockwell, formerly 
head of the life insurance school at the 
University of Pittsburgh and one of the 
original members of the faculty in 
charge of the Carnegie course. Details 
of the school program have not yet been 
arranged, but the course will be pat- 
terned after the schools held in the east 
and the faculty will include some of the 
leaders in this work. At the luncheon 
meeting this week the Chicago manag- 
trs and those who had enjoyed or seen 
the benefits of the work of the schools 
in the past spoke highly of the project 
and pledged their whole-hearted support 
to the new school. 

C. H. VanKirk, chairman of the as- 
sociation committee in charge of the 
school, presided at the meeting and in- 
troduced the speakers, who included Dr. 
Rockwell, R. S. King, general agent 


for the Manhattan Life and a member 
of the school faculty, and C. C. White- 
hill of the New York Life, also on the 
faculty. Stewart B. Marquis of the 
Provident Mutual, another member of 
the faculty, was also present. President 
Axelson of the Chicago association and 
ex-President W. W. Williamson were 
also present. It was announced that the 
fall term of the school will open Oct. 4 
and continue for nine weeks. Registra- 
tions are now being made and it is indi- 
cated there will be students from all 
parts of the country. 
*x* * * 

Northwest Pennsylvania. — Thomas 
Hughes has been elected president of 
the Northwestern Pennsylvania associa- 
tion. The meeting was held:-at Erie. 
Other officers chosen are: Vice-president, 
A. C. Young; secretary, Charles M. 
Carter, treasurer, David Conway. The 
chief speaker of the evening was Wil- 
liam A. Searle, assistant to the president 
of the National association. 

*x* * * 

Los Angeles.—At a recent meeting of 
the directors of the Los Angeles asso- 
ciation, Charles E. Bent of the Travelers 
was elected chairman of the board. Com- 
mittee chairmen were announced as fol- 
lows: Grievance, A. C, Duckett, North- 
western Mutual; membership, Roy Ray 
Roberts, Massachusetts Mutual; program, 
Roy Denny, Missouri State Life; recep- 
tion, Robert A. Brown, Pacific Mutual; 
education, Will G. Farrell, Penn Mutual; 
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Business is just a human need 
Wrought out in thought 
And word and deed 

With Service, not self, 

For its modern creed 
—Selected 
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HOW DOES THIS STRIKE YOU? 


THE GOLDEN RULE AGENT’S 
CONTRACT HAS BEEN RE- 
VISED AND IMPROVED 


60% graded and one renewal right off the bat. 
5% extra for cash. 


Bonus and additional renewals for volume. 





Five renewals of 5% for a volume of $25,000 paid per- 
sonal production in any agency year. 

$1.00 per thousand bonus and 10 renewals for $50,000. 

$2.00 per thousand bonus and 10 renewals for $100,000. 

$3.00 per thousand bonus and 15 renewals for $300,000. 

$4.00 per thousand bonus and 15 renewals for $600,000. 


Automatic Promotion—Vested Renewals—Unrestricted 
Territory and the Right to Appoint Other Agents 


Their volume is combined with yours, and YOU receive the 
bonus and renewals for which you qualify and they fail to qualify 
on their business. 

There is our whole wonderful agency proposition in a nutshell. 


The Policies You Would Sell Are Equally Attractive 


You have heard of PERFECTED ENDOWMENTS which are 
Ordinary Life with endowment additions and return the savings in 
addition to the face of the policy in the evént of death. You should 
also investigate 


The Preferred Risk $5,000.00 Special 


Ordinary Life—$5,000—Age 35—Premium $106.50 
Dividend $17.25—First Year Net Cost—$89.25 
or $17.85 per thousand 
Contingent upon payment of the second premium 


Compare out net cost with that of your favorite company or 
with Government. Insurance. You have a surprise coming 


AND THE END IS NOT YET! 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 


Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 














We have opportunities for Agents in 
Arkansas, Illinois and Iowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 
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cent of its new business written 

on its old policyholders in its 
home state. The first-class field man 
cultivates his clientele for new business 
by keeping constantly in touch with his 
old policyholders. 
The agent will never make a success 
who neglects this source for new busi- 
ness. He may become a “high pres- 
sure” salesman and write a large vol- 
ume of new business. He will not build 
an agency. He will not make his busi- 
ness a profession. 


A LARGE company reports 67 per- 


Quitters Not Successful 


If he has a chance to become a stock 
salesman, he will quit life insurance. 
The quitter has no place in life insur- 
ance. The steady, industrious, con- 
scientious agent is the builder of the 
great institution. He succeeds. His 
company keeps him, trusts him and 
compensates him generously. The com- 
munity in which he resides respects 
him. His policyholders are his personal 
friends. They are a business asset, con- 
stantly increasing in value. 


Old Policyholder Already Sold 


The old policyholder may start with 
a $1,000 policy. If he is kept in con- 
stant mind and seen frequently, his suc- 
ceeding policies will be secured. No 
“approach” or “cold canvass” is re- 
quired in his case. He is already “sold.” 
The old policyholder has friends who 
are insurable. He may have brothers, 
sisters, sons, daughters or other de- 
pendents. They are all good “pros- 
pects.” When the agent keeps in touch 
with the old policyholder he has a con- 
stant source of high grade “leads.” 
When the young man marries he knows 
he should have additional insurance 
When the babies come, his friend, the 
agent, congratulates him and without 
mentioning the subject, finds his old 
policyholder thinking of additional pro- 
tection, 

Good Will Is Big Asset 


In one southern district the agent of 
a young company has so entrenched 
himself that 75 percent of all the insur- 
able risks of his county are already 
included in his renewal books. 

Nobody interferes or “competes” with 
this man. He gets the business. The 
agent who has the good will of his old 
policyholders becomes as much a fam- 
ily friend as the physician, pastor or 
lawyer. Having become the life insur- 
ance advisor of his direct clientele, he 
sustains that professional relation to 
their acquaintances and friends. 
Christmas cards, birthday remem- 
brances, congratulatory letters, words 
of condolence when death enters his 
circle of policyholders, and prompt pay- 
ment in person of death claims, all are 
a part of the duty and privilege of the 
life insurance agent. 

The widow meets him with tears and 
honors him for his service. The or- 
phaned children love him. The house- 
hold friends are gratified for the good 
he has done the family. 


Agent Is Benefactor 


The agent who writes life insurance 











right in any community is its benefac- 








THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 


AND THAT HAS 


Paid Policyholders since organization.......................-.-Five Million 
WANTS—General Agents and Managers in 17 states 

and expense 

Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, II. 


Contract—Commissions or commissi 





- By THOMAS W. BLACKBURN 
Secretary and Counsel, American Life Convention 





tor. The commissions he earns form 
an inconsiderable part of his reward 
He should be and he is the policy. 
holders’ intimate, helpful friend, jp 
health, in sickness and when death jp. 
flicts its desolating breath upon his 
community. 

A goodly number of agents who cul- 
tivate the field of old policyholders, 
hold annual convocations of policyhold- 
ers. Each is asked to invite a friend 
An afternoon or evening is “made 
memorable” and “the popular life in- 
surance agent” is the “genial host” oj 
the “auspicious occasion.” 


Is a Haven of Safety 


It costs money to build an agency— 
but built right, an agency is a_busi- 
ness which does not go bankrupt in 
hard times. It is a haven of safety and 
its policyholders know that the legal 
reserve life insurance policies they ob- 
tained through the agency are their 
safest investments. They know that 
they are ready money when banks are 
refusing credit. 

They know that the face of the policy 
in each case represents an estate which 
is inalienable, if the annual deposit of 
three to five per cent is not overlooked, 
neglected or wantonly abandoned. 


Attributes to Success 


Industry, intelligence, initiative and 
integrity are the attributes which ap- 
peal to policyholders and which make 
for success in the field. 

These with courtesy, hospitality, af 
fability, friendliness and force of char- 
acter will secure any man a livelihood 
in any American community in any 
occupation. 

In life insurance they are the char- 
acteristics of the live wire salesman and 
the basic elements of agency success 
With them, any salesman will do busi- 
ness anywhere, anytime, and all the 
time. 

There are about 35,000,000 old poli- 
cies of life insurance in America and 
America has 110,000,000 people. Ten 
million new policy prospects are born 
every year. 

There is no white community in 
America which does not offer the wide- 
awake life insurance agent enough un- 
insured insurables for his day’s work, 
any day and every day of every week 
of every year, to say nothing of addi- 
tional policies on the insured insurables, 
the old policyholders. 





Life Insurance Used as 
Basis of Unusual Case 
Filed in New York Court 


HE sum may seem extravagant but 
John J. Killian, a New York news- 
paper pressman, considers his wife to 
be worth $26,520. In a complaint filed 
recently in the New York supreme court 
he lodged a damage suit for that amount 
against the man who won his spouse 
from him and set her up in an ex- 
pensive Riverside Drive apartment. In 
arriving at the exact amount of $26,520, 
Mr. Killian made a novel but no doubt 
legitimate use of life insurance statis- 
tics. Up until a few months ago when 
she was enticed away the erstwhile Mrs. 
Killian, it appears, was employed in the 
offices of the Buffet Lunch Company at 
$85 a month. Her husband, estimating 
her expectancy of life by means of life 
insurance actuarial tables, discovered 
that she might reasonably have been 
expected to hold her job for 32.20 more 
years and in that time would have 
earned the amount for which he is suing. 


William Tyne, son of Thomas J. Tyne, 
vice-president of the National Life & 
Accident, is now golf champion of Nash- 
ville, having won the title in a recent 
all-city championship match at the Belle 








Meade Country Club. 
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Corporation Case Shows How Wells 
Of Milwaukee Entered Million-Dollar 


Class His First Year in Life Insurance 


$300,000 ordinary life insurance 
A policy was written recently by 
Helmus B. Wells of the Mutual 


Life of New York on a corporation case 
in Milwaukee. The interesting point of 
the sale is that the directors of the cor- 
poration had voted to take out the $300,- 


000 policy on a ten-year term policy to | 


be converted into ordinary life at 
end of seven years, and Mr. Wells con- 
vinced them that ordinary life would be 
cheaper and better than term insurance. 
The policy was placed through the Mil- 
waukee agency of the Mutual 
New York, which is under the 
ment of Gifford T. Vermillion. 


manage- 


In Business Two Years; 
Hits Million Dollar Class 


Mr. Wells belongs to the group of life 
underwriters in Milwaukee who 
writing more than a million a year. He 
has not been in the life insurance field 
two years, yet he wrote $1,082,500 the 


‘first year, and in the first ten months of 


‘the second year he has _ produced 
$805,000. 
He has several valuable connections 


in Milwaukee which enable him to be a 
big producer. His family has lived in 
Milwaukee for three generations, and he 
is well acquainted throughout the city. 
Prior to his entering the life insurance 
field Mr. Wells was in the manufactur- 


the | 


are | 


the full term of ten years would be pref- 
erable and cheaper than the policy the 
directors wished to have. Figures were 
set up by Mr. Wells after he had stud- 
ied the case to illustrate the cost of the 
term insurance proposed, compared with 
ordinary life, on the basis of $1,000 for 
ten years at the age of 42. 

Gross premiums plus seven dividends 
on the term insurance, and gross pre- 
miums for three years of ordinary life 


| plus three dividends, were presented, and 


| then figures for the ordinary 
Life of | 


life over 
the ten years were presented to show 


| the difference between the two plans 


ing business and still is connected with | 


several manufacturing concerns. 

He was formerly secretary of the 
Northwestern Malleable Iron Company 
and continues as a director in that com- 
pany. He resigned the secretaryship 
there to form the Oliver Barth Jack 
Company, of which he is still president. 
He managed that company until his son 
entered the business, when he turned 
the active management over to the latter 
and embarked on his life insurance 
career. He is a former president of the 
Harvard Club of Milwaukee, and a di- 
rector and treasurer of the Milwaukee 
University Club. 


Has Valuable Entree 
for Corporation Cases 


Due to his experience in the industrial 
world, he is highly regarded by those 
in it, and has the entree into corpora- 
tion cases more readily than many in- 
surance underwriters. His friends in 
manufacturing circles know that he 
understands the industrial side thor- 
oughly, and they have confidence that 
he is a wise insurance counsellor. 

Despite this, Mr. Wells says he does 
not specialize on corporation cases, al- 
though he has written several of them. 
He said that among the policies written 
since he has been in the insurance busi- 
ness, there are a number of $500 and 
$1,000 cases. 

In this particular $300,000 case Mr. 
Wells was called to write the insurance 
after the directors had voted to insure 
the president of the corporation. He 
went over the situation and learned w hat 
the directors wanted, and that the presi- 
dent would be 49 years of age at the end 
of the seven-year period when the term 
insurance was to be converted into ordi- 
nary life. 


He decided that ordinary life during 








The outlay in money by years on the 
ordinary life policy at the age of 42 for 
ten years, if loan values were used in 
paying premiums, was then illustrated. 

To clinch the sale of the ordinary life 
policy, Mr. Wells, in addition, presented 
a statement to show the net return on 
the difference between the term and the 
ordinary life premiums on $1,000 for ten 
years at the age of 42. In this state- 
ment he had worked out the average 
difference per year and the interest on 
this amount per year over a ten-year 
period, and the cash value in ten years 
to show that the latter amounted to 
more than the annual differe nce between 
the two, invested at six percent. 


Data Prepared Showed 

Mastery of His Subject 
corporation was 
idea, and when 


The president of the 
won over to Mr. Wells’ 


the complete data was presented to the | 
| directors, 


they decided to follow 





his | 


The statements prepared on 
this case illustrate the methods used by 
Mr. Wells in selling life insurance, and 
it is such things which have gained for 
him the reputation of a good counsellor 
on life insurance. 


suggestion. 





| Guardian Life Gives 


Like many other men who have been 
engaged in other lines of business in 
which they were successful, Mr. Wells | 


7 ae 
had always been a keen student of life | 


insurance and its problems. He had a 
good conception of the business when 
he entered it, and has put into practice 
his ideas which were formed before he 


was in the field. 


Ratio of Sales to 
Contacts One in Six 
During the first year 

called on 214 prospects 


in business he 
and made 31 


sales, or one out of seven. In his second 
vear he has visited those people whom 
he saw the first year and did not sell, 
and in addition he has made 94 new 
contacts. So far, he has made 30 sales 
during the second year, bringing the 
‘ratio of sales to contacts to about one 


to six. 

He keeps an accurate record of each 
new contact on a card, and special in- 
formation is written on the reverse side. 
In this way Mr. Wells is building a 
prospect list with complete data which 
will be valuable in the future. He does 
not intend to take any 
list just because he fails to sell them 
immediately, but is keeping them there 
to follow up. 

He is licensed to sell life insurance in 
Wisconsin, Illinois, Michigan and New 
York, but about 90 percent of his busi- 
ness has been placed through the Mil- 
waukee office. 

Like others of his caliber, he 
that life insurance is the only 


believes 
business 


names from th? 





| 


| certain of bringing him eventually 


in the world, and he gets real enjoyment | 


and pleasure from his work. 








le ENDOWMENTS MEAN INVESTMENT STABILITY 


GENTS are often confronted with 
A the argument that a man can do 
so much better with his own 
money than a life insurance company 
can for him, that it does not pay to look 
upon life insurance as an investment at 
all. Some agents specialize on endow- 
ment policies, or at least, recommend 
them as a means of thrift and saving 
money. Every now and then a pros- 
pect has cleaned up a nice bunch of 
money and he is very much satisfied 
with his skill as a financier. 
Assistant Treasurer M. C. Laffey of 


the Equitable Life of New York 
acknowledges that stocks of a better 
grade have a place in the general 


scheme of investment and economic af- 
fairs. They do not, he says, possess sta- 
bility of value. No one can purchase a 
stock today with the expectation that 
20 years from now it will be worth 
what he paid for it or any other assign- 
able fixed value. 


Much Fluctuation Is Seen 


Speaking further, Mr. Laffey says: 

If purchases of stock are judicious 
and well timed, there may result a sub- 
stantial increase in their worth. If the 
reserve applies to the purchases, there 
may be a serious diminution of the prin- 
cipal. For example, 20 railroad stocks 


listed on the New York Stock Exchange 
sold at an average high price of 118.1 in 
January, 1913. 


In May, 1921, they stood 





at a low average of 71.26. Similarly, 20 
industrial stocks which sold at a high 
average of 119.62 in November, 1919, were 
down to a low average of 73.44 in May, 
1921. In individual cases the shrinkage 
was even more extreme. The stocks in- 
cluded in these averages are no fly-by- 
night securities. They are the issues of 
the largest and strongest corporations in 
the United States. Nor are the declines 
shown necessarily indicative 6f perma- 
nent depreciation in value. The point 
we wish to make is the uncertainty 
which always exists as to future worth 


Has Definite Knowledge 


The man who invests in an endowment 
policy, on the other hand, knows beyond 
peradventure the exact sum which he 
will eventually receive. The safety of 


| has pe licies 


his funds is assured, not only by the ex- | 


perience and conservatism of those offi- 
cers and trustees entrusted with its 
investment, but also by the broad diversi- 
fication made possible through the enor- 
mous aggregate amount of funds held 
for the benefit of the policyholders. 

Life companies safeguard the funds of 
the smallest policyholders by a diversifi- 
cation of investment as to location, char- 
acter and maturity such as is attainable 
by only a bare handful of America’s 
wealthiest individuals. These people 
are, in fact, so few that it is fair to 
say that carefully managed life insur- 
ance companies offer greater safety 
combined with stability of value for the 
funds of an investor than can be ob- 
tained in any other manner. 


Suggestions for Use in 
Meeting Difficult Cases 


HE great problem of every life in- 

surance agent is the best and sur- 
est means of turning prospects into 
profitable clients. It is a problem for. 
which there is no one solution. No one 
formula will work in all cases. It is 
usually solved by a combination of many 
successful methods. 

Prospects fall into two large classes 
according to the Guardian Life Service— 
those who flatly say they are not inter- 
ested and, secondly, those who are in- 
terested but have honest and legitimate 
reasons for not buying insurance at the 
time they are approached. 

Not too much time or effort should 
be spent on those of the first class who 
are really sincere, as many of them are. 
The salesman must determine for him- 
self the depth of their sincerity and de- 
cide whether or not it is worth while 
making a follow-up call to thaw them 
out if possible. 


Many Ways of Working 


Those of the second class present an 
entirely different problem. If a prospect 
of this class is convincing when he says 
he cannot consider taking out any insur- 
ance at the time on account of financial 
or other reasons but appears favorably 
inclined toward you and your proposi- 
tion, never leave him until you are pretty 
into 
the fold. There are many ways of 
| getting him over his lukewarmness. 

Actual field experience has demon- 
strated the worth of the following first 
step in the warming up process. Sug- 
gest that he allow you to make a pro- 
gram of his insurance needs if he hasn't 
already taken out some policies. If he 
, ask to be permitted to make 
an abstract of them. Make a point of 
the fact that you render him this ex- 
pert service free. Tell him the prob- 
lem requires time and that the best 
course would be for him to let you take 
his policies to your office to be studied. 


Abstract Has Value 


The purpose of the abstract is to 
give the prospect a complete record of 
his insurance which he can keep in his 
desk or at home. Many men keep their 
policies in safety deposit vaults and 
for that reason they too often forget 
what they do have exactly. With the 
abstract in a handy place they can al- 
ways refer to it when the need arises. 

In working up an abstract the agent 
is always likely to discover holes in the 
prospect's line of protection which offer 
ideas for the re-approach. At the same 
time he is rendering a real service, and 
most men are delighted with a _ thor- 
cugh, business-like way of making an 
inventory of policies. 

The next step is to place the pros- 
pect on your mailing list for birthday 
cards, change-of-age letters and relevant 
pamphlets. These keep your name be 
fore him between calls which should be 
made at decent intervals—not too often 
to bore him but often enough to keep 
you in the foreground of his thoughts. 


Each time you call have some new “rea- 
son why.” 
“In short,” says the Guardian Life 


Service, “the whole idea of proper fol- 
low-up is to impress upon him your de- 
sire to serve and at the same time bring 
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CALIFORNIA 





B ARRETT N. COATES 
CONSULTING 
ACTUARY 
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ONALD F: CAMPBELL 
CONSULTING 
ACTUARY 
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AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
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CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





Ss A. ANDERSON 
° ACTUARY 
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E L. MARSHALL 
e 
CONSULTING ACTUARY 


Hubbell Building 
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OHN E. HIGDON 
ACTUARY 
424 Argyle Bidg., Kansas City, Mo, 








ALEXANDER Cc. GOOD 


CONSULTING ACTUARY 


1416 Chemical Building 
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ED D. STRUDELL 
CONSULTING ACTUARY 
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Se. Louis 
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T J. McCOMB 
e COU. R A LAW 
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CONSULTING ACTUARY 
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into play all the personal touches you 
can so that he cannot forget you and 
turn to some one else when he is ready 


to buy. A likely prospect neglected, like 
a policyholder, usually places his busi- 
ness with the other fellow.” 





REGULAR WEEKLY PRODUCTION BRINGS 
SUCCESS TO MUTUAL BENEFIT MEN 





HE value of regular weekly pro- 

duction in developing increased to- 

tal production is cited by the Mu- 
tual Benefit Life as evidence in the 
record of nine men on its agency force, 
who have maintained a record of weekly 
production for ten years or more. These 
nine men produced over $6,000,000 in 
1925, an average of over $600,000. One 
paid for over $1,800,000 and two paid 
for over $600,000. It is pointed out 
that these men not only have made a 
brilliant record, in weekly production, 
maintaining a report of an application a 
week for over 500 weeks, but they have 
also developed an enviable volume of 
business. 

Goes 639 Weeks 

Pierre M. West of Detroit heads the 
list of the Mutual Benefit Life with a 
consecutive weekly production of 639 
weeks. Furthermore, Mr, West writes 
from $500,000 to $1,000,000 annually. 

George H. Shephard, also of Detroit, 
has gone over 600 weeks in consistent 
production and has also been one of the 
company’s leading producers. He led 
the company in the number of lives paid 
for in 1915 and again in 1922 and has 
been near the top in all other years since 
he joined the company, which was in 
1908. For the past eight years his an- 
nual paid for production has averaged 
$400,000. 

Jeremiah Ambrose, also of Detroit, 
has reached 630 weeks of consecutive 
production. Mr. Ambrose led the com- 
pany in the number of lives insured for 
three years. During the last six years, 
he reported two years of over $600,000 
annual paid production and two years 
of over $500,000. 





Joseph G. Weill of Owensboro, 

y., has 603 weeks of consistent pro- 
duction to his credit. Mr. Weill credits 
his success in the life insurance business 
to his decision to join the company’s 
weekly producers club. 

James A. Pino of Lansing, Mich., has 
gone 590 weeks without a break and 
for the past five years has been produc- 
ing an average annual business of $400,- 
000. 

Wallace H. King of Lima, Ohio, has 
a record of 542 consecutive weeks of 
production and also ranks high in- the 
company’s production list, being third 
on the annual honor roll for 1925. 

Joseph M. Vanderbilt of New York 
City joined the company in 1914 and 
at the present time has 521 weeks of 
consecutive production to his credit. 
Mr. Vanderbilt’s devotion to his busi- 
ness is indicated by the fact that he is 
a garden enthusiast but does not use 
his daytime for work among the flow- 
ers, having installed an arc light in _his 
garden and working in the late evening. 

Albert P. Steler, who was formerly 
sales manager of the Fairbanks Morse 
Co., began with the Mutual Benefit in 
1916 and has maintained a consistent 
weekly production record of 517 weeks 
to this date. Since 1919 he has aver- 
aged well over $500,000 annual business. 
He has led the honor roll for two years. 
He has specialized on age changes and 
lapses, making good business out of such 
leads. 

Henry C. Sherman of Providence, 
R. I. has gone 503 weeks without a 
break and has found that consistent 
production is a great aid in quantity pro- 
duction. 














Movie Comedian Says 
Man Should Carry More 
Than He Can Afford 


MAN should carry more life in- 

surance than he can actually afford! 
This peculiar slant on economic solv- 
ency is held by Charlie Murray, First 
National comedian, who claims that he 
is getting a hump on his back by carry- 
ing so much protection against time. 

“I prefer to cut down on my living 
necessities a trifle to protect my wife 
against the discomforts of financial 
strain when she becomes a widow,” he 
says. 

“Of course, I do not think that my 
demise will be hastened by discussing 
the possibilities of a six-foot pine box, 
but I’m sure I could rest easier in one, 
knowing that she is cared for.” 

Mr. Murray wasn’t suffering from in- 
digestion,- cold feet or any other ail- 
ment when the subject came up, but he 
had just been “touched” by an aged 
actor for a “ten-spot” to tide the Thes- 
pian over until the pay-hour at the 
studio. 

“Many of the starving actors that I 
meet today were very successful a few 
years ago and lived up to every cent 
they made. I’m not criticising them for 
that, but I have a horror - being up 
against it myself,” said Mr. Murray. 

The veteran comedian does not expect 
to retire from pictures for at least two 
decades, he explained, unless the pies 
they throw at him mentally unfit him to 
take instructions from the directors. 

Furthermore, the pies that Mrs. Mur- 
ray makes for him are so delectable 
that they completely offset the external 
seriousness of the movie ones, he claims. 

The Murrays have the enviable repu- 
tation of being the most happily mar- 
ried couple in cinemaland. For 21 years 
they have been wed and everyone 
knows that they live for the pleasure 
of each other. 





| Life Income Plan One 


Way to Prevent Widow 
From Marrying Again 


What would be the wish of a husband 
if he knew he would die before his wife, 
as to her marrying again? That would 
be an interesting question to propound 
to married men. Would a man rather 
have his widow travel on without again 
entering the married state? This fact 
evidently is in the mind of Peter Mur- 
man, of the Shapro agency of the 
Equitable Life of New York at San 
Francisco, as he presents the following 
argument for life income insurance: 

“Mr. Prospect, if there is any feature 
about this life income plan that is- not 
good, it is the fact that it will probably 
prevent your wife from ever marrying 
again. A widow who is the beneficiary 
under this plan is so impressed with the 
foresight, forethought and love that 
these monthly income checks so tenderly 
evidence, that her profound respect for 
her deceased husband is developed and 
increased, and she just simply can’t see 
in any other man the virtues which her 
husband possessed.” 


Corner Stone Was Laid 


The corner stone of the new home 
office building of the London Life of 
London, Can., was laid last week dur- 
ing the time of the general centennial 
celebration, which was in progress there. 
Dr. A. O. Jeffery, president of the com- 
pany, laid the stone and E. E. Reid, gen- 
eral manager, presided and read the 
president’s address. Vice-President W. 
M. Spencer and J. G. Richardson took 
part in enumerating the contents of the 
box deposited in the stone. Following 
the ceremony addresses were delivered 
by Dr. W. J. Clark of Montreal; G. D. 
Findlayson, superintendent of insurance 
of Ontario, and Alfred J. Grant, presi- 
dent of the London Chamber of Com- 
merce. 








An Investment in Happiness. 


—is a connection with the 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


Every Representative has the Joy that come 
from: 


1. Having the Thing That Will Sell—we have 
a great variety of policy contracts with 
very liberal features. 


Treatment That Makes Work Pleasant 
every Home Office official has the Field. 
man’s viewpoint—is helpful, co-operative, 
appreciative and understandingly friendly, 


Opportunities to Get What You Earn— 
liberat commissions end renewals. Con- 
tracts all direct. Non-par pays same Ist 
year as par. Prospect-finding plan—Ad. 
vertising aids, etc. Every help to help 
you sell. 


Knowing You Have a Lifetime Connection 
—many have been with us 10—15—20 
years. We're young and growing rapidly 
—promotions from the ran 


Address: 
Manager of Agencies 111 No. Broad St, 
A. M. HOPKINS Philadelphia, Pa. 


———y 








MR. AGENT 


Doyoucare for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 


D. E. MacMILLAN, 


Supervisor of Agents, 
3640 Washington Ave., 
St. Louis, Mo. 








What’s Ahead? 


That question is in the mind of every am- 
bitious man. It’s in your mind. i 
If the answer does not satisfy, it will pay 
you to learn the advantages of a life under- 
writing contract with Fidelity. a 
Fidelity originated the disability provision, 
the double benefit feature, and the “Income 
for Life” plan. It operates in forty states on 
a full level net premium basis with more 
than $68,000,000 in assets and over $330,000,000 
insurance in force. 
More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Walter LeMar Talbot, President 








Home Office Man Wanted 


A small well-established eastern life in- 
surance company would like to secure @ 
man who has had home office experience, 
particularly policy issuing. 
dress S-89 ; 
Care The National Underwriter. 








National Underwriter 
Want Ads BRING Results 














